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For GREATER FLEXIBILITY 


OF INSTALLATION AND 


BRODIE TRUCK 
TANK METERS 


one complete — 
compact — versatile unit 


PIPING 


3 INLET 
POSITIONS 











3 OUTLET 
POSITIONS 


Model B-51C with Brodimatic Counter, manval Model B-41C with Brodimatic Printing Quantrol Model B-41C-1 with space-saving Series “G" 


shutoff valve, and integral strainer-air and strainer-air eliminator unit. 


eliminator assembly. 


Inlet and outlet readily piped in any of three 
directions 


Strainer-Air Eliminator assembly adaptable to 
installation on left or rear of meter housing 


Counters can be faced in any one of 12 
directions 


Choice of meters equipped with Brodimatic 
Counters, space-saving Series ““G"’ counters, 
Brodimatic Quantrol for automatic quantity 
control, and Brodimatic Printing Counters 


MT. VERNON, N.Y. CHICAGO 5, ILL. 
550 So. Columbus Ave. 59 E. Van Buren 


REPRESENTATIVES WITH STOCKS AND 


Counter and strainer-air eliminator unit. 


With just two moving parts and no metal-to-metal contact 
in the measuring element — fully protected by double-case 
construction from shock or vibration damage —the improved 
Brodie BiRotor Truck Tank Meters offer highest maintained 
accuracy at lowest maintenance cost. These advanced models 
provide maximum installation flexibility to desired piping 
arrangement. Complete integrated assembly includes strainer- 
air eliminator unit. For all tank truck, transport and other 
petroleum metering applications, investigate the improved 
Brodie Truck Tank Meters. Send for Bulletin No. 638. 


WEST 137th AVE., SAN LEANDRO, CALIFORNIA, U.S.A. 


DALLAS, TEXAS SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
167 Parkhouse St. 221 9th Ave. N. 5401 E. Sheila Street 


SERVICE FACILITIES IN ALL PRINCIPAL CITIES 
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CHEMICAL FOR TENITE BUTYRATE USED FOR NEW PLASTIC PIPE 


MOTOR OIL AND GASOLINE (ADDITIVES) 


For new customers...and 
bigger sales...specify 


34 successful years of leadership in serving industry 


Here’s why more and more industries in the 
paint, chemical and surface coating fields 
rely on Enjay. They know Enjay supplies 
a complete line of uniform, high quality 
petroleum chemicals, and assists in develop- 
ing new or improved products through 


June 16, 1954 + NATIONAL PETROLEUM NEWS 





chemistry ...the products that win new cus- 
tomers and bigger sales. 

For proved product results plus expert 
technical assistance, make it your business 
to specify Enjay. 

ENJAY COMPANY, INC. © 15 West Sist St., New York 19, N.Y. 


VARNISH, SHELLAC AND PAINT 


fora 

complete line 

of high quality 
petroleum chemicals 


PETROLEUM 


PARANOX 
PARATONE 
PARAFLOW 
PARAPOID 
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PETROHOI 
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Isopropyl Ether 
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349-T TRIPLE INLET 


FOR CONNECTING TWO OR THREE 
STORAGE TANKS TO ONE PUMP 


. +. @ great new advancement in check 
valves, OPW -engineered for original multiple 
tank syphon installations where the need for 
greater tankage may be required as a future 
possibility. Eliminates costly excavation of 
existing pump suction line when additional 
tankage is installed, and unnecessary piping 
usually required in multiple installations us- 
ing other types of conventional valves. 
Illustration shows a three-tank syphon sys- 
tem. Note the simplified installation of the 
two side tanks achieved with the 349-T Triple 
Inlet Check Valve. Pump suction line and 
extractor assembly to the surface need never 
be disturbed. 

Size: 11,” x 2” 

Write for Bulletin NP-1 which provides 
helpful data for a comprehensive application 
of the 349-T when remodeling existing stor- 
age facilities or laying out new installations. 
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Petroleum 


Behind Our Headlines 


It’s getting to be a habit with NPN. 

In 1951, NPN submitted an entry 
in a contest on editorial excellence 
conducted by Industrial Marketing. It 
won first prize. Every year since, NPN 
has been awarded prizes in this com- 
petition. 

This year we did it again, for the 
fourth time in a row. Holger Ridder’s 
work on dirty crankcase oil took a 
first in the research category. Glenn 
Green’s story on gasoline wars earned 
a “certificate of merit.” 

Backing up Holger and Glenn is 
the teamwork of a staff of trained pe- 
troleum reporters and editors. That’s 
And that’s 
why we're able to provide our readers 


where our strength lies. 


with editorial excellence week after 
week. 
e 

This week, we’re running the second 
of two significant articles for fuel oil 
distributors. The one this week tells 
how fuel oil merchants are getting into 
air conditioning. Being indoor-comfort 
merchants, 


they’re naturals for this 


new business. It stands to put their 


seasonal business on a _ year-round 
basis. 

This follows our June 2 story telling 
how fuel oil jobbers are getting in 
the liquid fertilizer business. This is 
another means of overcoming spring 


and summer doldrums. 


—Herbert A. Yocom 
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FAST AND ACCURATE SERVICE is provided for motorists at Bob Ful- 
ghum’s Humble Service Station with the help of a National System. 


1 
" 


0000038) = 


MR. FULGHUM, OWNER, reports below on the tight control and 
instant sales information a i 


% 


ational System provides. 


“My Modern C¥alional System 


saves me *4,200 a year... 
pays for itself every 11 months!” 


“I would never again attempt to run 
my business without this National Sys- 
tem,” writes Mr. Fulghum. ‘‘Now I have 
tight money control over, and instant 
information about, every phase of our 
business. 

“Our National System gives us indi- 
vidual sales totals, by departments, thus 
permitting us to receive the profit we 
expect from our volume. These register- 
printed totals give us instant control 
figures of gasoline, oil and other sales, 
plus control of money received on ac- 
count and money paid out. Only after 
we installed our National System could 
we be sure we got all the money taken in 
for labor, TBA, gasoline and oil. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


—Bob Fulghum’s Humble Service Station, Fort Worth, Texas 


“The individual cash drawers on our 
National—plus a separate sales total for 
each attendant—place individual re- 
sponsibility for all cash handled. At- 
tendants also have an incentive to in- 
crease their sales, because they receive 
credit for what they sell. The result is a 
sales increase for us. 

“We have daily control over our charge 
sales. Mechanical addition of sales of 
more than one item stops mistakes, 
speeds service and increases customer 
good will. Our National System is very 
important in our business operation. It 
saves us $4,200 a year and pays for itself 
every 11 months!” 

You, too, as the owner or manager of a 


949 OFFICES IN 94 COUNTRIES 


service station, can profit from National 
information that makes money, protec- 
tion that saves money. Not only does a 
National System soon pay back its cost 
—it goes on returning a handsome extra 
profit each year. Find out how much a 
National System can save you—right 
in your service station. Call your nearby 
National representative—a trained sys- 
tems analyst—today. 


*TRADE MARK REG. U.S. PAT. OFF. 
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AHEAD OF THE NEWS 


Teamsters Eye Stations—The AFL Teamsters Union 
will give New York City “special attention” in a new drive 
to organize service station employes (plus garage and ware- 
house workers and taxi drivers). Teamsters President Dave 
Beck says his union will spend $300,000 on an organizing 
drive for these groups in the eastern states. The wage and 
benefit pattern for more than 2,500 stations in New York 
City is being set by a new two-year contract between the 
Teamsters and the Gasoline Merchants of Brooklyn, Inc. 
The union is strongest in Brooklyn, where it has organized 
more than a fifth of the estimated 700 stations. 


Farm Credit Warning—There is a note of caution for 
oil marketers selling to farmers in the recent Agriculture 
Department report that farm cash receipts for the first four 
months of this year were down about 3% from a year ago. 


Wages Big Target—Oil Workers International Union 
will leave to its locals any negotiations with oil companies 
over fringe issues (such as stand-by provisions for a shorter 
work week and improved pension plans). OWIU President 
O. A. Knight says the only standard set for all locals by 
OWIU’s Policy Committee in Cleveland last week was the 
5% wage boost goal. And he says even the 5% increase 
can be increased by locals under “special” circumstances. 


Getting Good Manpower—Retail gasoline dealers in 
Washington, D. C., are developing an employe referral 
service to ease their labor turnover problems. An exchange 
of information between employers is expected to weed out 
inferior help and to spot trouble-makers (including some 
union organizers). 


FTC Checking Up—Federal Trade Commission has a 
new program for reviewing compliance with its rules and 
orders of past years. FTC will make a “systematic and 
selective” study of 4,000 cease and desist orders, 8,000 
stipulation agreements to cease and desist, and 2,000 trade 
practice rules. Commission Chairman Edward Howrey has 
said that FTC has “little knowledge” of whether its past 
orders are being obeyed. 


‘Little Big Inch’ Dispute—Texas Eastern Transmission 
Corp. now has until July 6 to answer a suit by barge 
operators opposing the switch of the “Little Big Inch” pipe 
line from natural gas to oil products. Texas Eastern wants 
to pump oil from Texas to the Pittsburgh area, with ter- 
minal points along the route. Barge men have asked the 
U. S. Court for the Southern District of New York for an 
injunction to prevent the switch. 
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Canadian Refinery Spur—Oi! marketing companies in 
Canada without refining facilities of their own are now 
showing more interest in entering the field. The outlook is 
favorable in view of the rapid increase in Canadian crude 
output, which seems to offer a permanent source of supply 
at stable prices. At the same time, the Canadian consump- 
tion of oil products appears destined for a long-term rise. 


Evaporation Loss Manual—American Petroleum Insti- 
tute plans to publish a manual to help oil companies fight 
evaporation loss. Work is being done by API’s Evaporation 
Loss Committee, headed by J. H. McClintock of Esso 
Standard, New York. The manual will have data on deter- 
mining losses and methods for minimizing them. The com- 
mittee hopes to release the manual in the “not-too-distant 
future.” 


Ready With Octanes—Anderson-Prichard Oil Corp. 
says it is now prepared to match technological advances of 
other companies in the output of high octane gasoline. The 
company has put on stream a new Atlantic catformer at 
its Cyril, Okla., refinery. Thus it has modern facilities for 
producing quality gasoline at plants in Oklahoma and 
Kansas, and at a subsidiary plant at Colorado City, Texas. 


Big Jersey Union—An international union of Jersey 
Standard employes is being planned by company workers. 
A constitution and by-laws have already been drawn up by 
representatives of 12 Jersey and Esso unions. After the 
legality of these is checked by a lawyer, they will be sub- 
mitted to a convention of all Jersey locals—possibly in 
August or September. Under the constitution, all local 
contracts would come under the jurisdiction of a bargain- 
ing policy committee of the international union. 


New Transformer Oil—Four years of research have re- 
sulted in the production by Manchester Oil Refinery Ltd., 
London, England, of an “entirely new” transformer oil. 
Three big advantages over earlier types are claimed: (1) The 
new oil has no tendency to dissolve copper or iron, (2) it 
renders harmless soluble copper compounds that are acci- 
dentally introduced into the oil, and (3) it contains an anti- 
oxidant. 


lran-Japan Oil Trade—The Iranians and Japanese may 
make a trade agreement that would send $15 million worth 
of Iran’s oil to Japan annually. That’s what the Japanese 
are expected to propose in talks now begun in Iran. The 
shipments to Japan would be made only after terms for the 
export of Iran’s oil are agreed upon by Iranian National 
Oil Co. and an international group of oil companies. 


For more Ahead of the News 





sell your customers the oils 
that do the most 
for their customers cars 


You will render a real service to those 
who buy oil from you if you tell them the 
facts about today’s motor oils. They, 
in turn, will be better informed and 
better able to advise their customers. 


» As you know, HD oils 

¥ with additives are rec- 

——— ommended for most 

of today’s new cars. As a result, there has 
been a tremendous amount of advertising, 


with claims and confusion, about various 
brands of HD oils. 


Here is something we are sure you know: 
there are good HD oils and there are 
HD oils that aren't so good. The brand 
you recommend to your customers can 
make a big difference in the way their 
customers’ cars perform. 








That's why we think it's important to 
remember this: additives can be added to 
any oil. To very good oil. To very poor oil. 


The quality of the basic oil is what determines 
the quality of the lubrication a motor gets. 


So we hope you will tell your customers 
the same thing we are reminding millions of 
motorists about in our advertising this year: 


Today's BEST oils 
start with 
Nature’s BEST crude 


Oil from the Pennsylvania Grade Crude 
Region has long been famous for its out- 
standing natural toughness. That's why 
Pennsylvania Motor Oils that are fortified 
by carefully selected additives are today’s 
BEST HD oils...a 
sound recommenda- 
tion for all of your 
customers, and one 
they will understand. 





COrvaenga! 032 05 A SY PEMMSTL vam GRABl CRIB On ASSECUT OR 
‘TRABE GARE REGISTERED & 5 PATER OPFCE 


We are telling the plain truth about today’s motor oils to the millions of motorists who read 
Saturday Evening Post, Collier's, Time, Newsweek, Holiday, Country Gentleman, Progressive Farmer and Successful Farming. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION - Oil City, Pennsylvania 
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AHEAD OF THE NEWS 


Clark Enters Chicago—Clark Oil & Refining Corp., Mil- 
waukee, is entering the Chicago market by building 25 
service stations. Last week the company broke ground for 
the first commercial UOP Platformer to be built in the 
Chicago area. It’s at Clark’s Blue Island, IIl., refinery. The 
5,500 b/d unit is slated to go on stream early this fall. 
Company President E. T. Clark says the unit wi!l permit 
the production of 93 octane leaded gasoline for Clark sta- 
tions, in addition to raising the over-all octane number of 
the refinery’s gasoline output. The Platformer will handle 
all of the straight-run gasoline contained in 20,000 b/d of 
crude piped in from North Texas. Clark sells only one 
brand of gasoline—“Clark Super 100”°—through its own 
stations in Illinois, Wisconsin, Minnesota and Missouri. 





Truck Decision Due—The U. S. Supreme Court will 
rule this fall on the constitutionality of the Illinois law 
authorizing the revocation of licenses of interstate truckers 
that repeatedly violate state weight regulations. The Illinois 
State Supreme Court has ruled such revocation illegal. But 
the state is appealing this decision. 


Station TBA Threat—One of the car manufacturers has 
started a painstaking study of the parts and accessories 
replacement business. High on the list are tires, batteries, 
oil filters, spark plugs and antifreeze. Detailed figures are 
being gathered on which outlets are doing how much of 
the business, and what the market amounts to in dollars 
and units. 


Gulf Chemical Milestone—Gulf Oil is entering the gen- 
eral organic chemical market with shipments of iso-octy! 
alcohol from a new plant at Port Arthur, Texas. The plant 
has a capacity of 9 million Ib. a year of iso-octyl alcohol, 
and can be adapted to produce higher alcohols. Gulf plans 
to explore markets for these. 


NPN Staff 


Atomic Power Closer—Planning of industrial develop- 
ment of atomic power is reaching the stage where the pos- 
sibility of competition with oil and other fuels is no longer 
vaguely referred to as “sometime in the future.” A year 
ago, some atomic experts predicted that the use of atomic 
power for the production of electricity was at least 15 
years away. Now the forecast is that there will be competi- 
tive industrial power from the atom within 5 or 10 years. 


Campaign for Proration—The Rocky Mountain Oi! 
and Gas Assn. will support proposed legislation for prora- 
tioning oil production in Wyoming, Colorado and Ne- 
braska. Association members fear “imminent excessive 
production” in parts of Wyoming and Colorado. Subcom- 
mittees in the three states have been asked to “give aid in 
formulation of possible future legislative procedures.” 


Turbines for Ships—The Maritime Administration is 
pushing development of a gas turbine for propulsion of 
ocean vessels. It will probably be powered by bunker oil. 
The administration has had good response from private 
manufacturers competing to build the new power plant. If 
the coming test in a Liberty ship is successful, the new 
engine will be made available by the government for the 
modernization of existing vessels and for new ship con- 
struction. 


Gas Expansion Bid—Panhandle Eastern Pipe Line Co. 
wants to build facilities that would increase the peak day 
delivery capacity of its natural gas pipe line system from 
970 million cf./d. to 1,425 million cg./d. The proposed 
facilities (with estimated cost $66,750,000) would be in 
Kansas, Missouri, Illinois, Indiana and Michigan. The 
project covers about 575 miles of new pipe line—including 
main line loop, storage lines, lateral lines and gathering 
lines. 
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WE. STATION-ENGINEERED TO 
ASSURE TROUBLE-FREE 
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— aasES-POWER 








PRE-TESTED, GUARANTEED FULL RATED 
AIR POWER FOR EVERY STATION REQUIREMENT 


Your air compressor is the “heart” of many @ LARGER AIR COOLING FLYWHEEL 


sales-winning, profit-building services in your 

station. Be sure it is “right” for your station. ® POSITIVE LUBRICATION SYSTEM 

Get a Wayne Station-Engineered Compressor. » ¢oynTER BALANCED FLYWHEEL FOR 
You are certain of guaranteed usable air SMOOTH OPERATION 


output for your station’s specific needs. No 
guesswork ...no misfits. Wayne Compressors @ AUTOMOTIVE TYPE PISTONS... 
are checked and pre-tested for volumetric NO OVERHEATING 
efficiency, performance and operating toler- 
ance. Every working part is designed for ® DUAL INTAKE VALVES 
a maga, sa “§ low mg e@ EASILY CLEANED INTERCOOLER 
costs. Specify lay j 

t P cny a ayne anc you are sure 0 AND AFTERCOOLER 
all the air your station needs. Write for free 
booklet “How To Select An Air Compressor.” 


THE WAYNE PUMP COMPANY 
SALISBURY, MARYLAND @ TORONTO, CANADA 


NATION WIDE 
* SER 





STATION-ENGINEERED 
PRODUCTS 


Complete line of 
single and double 
computing dispens- 
ing units, remote 
multi-pump systems, 
truck and bus high- 
gallonage pumps. 


AUTO HOISTS 


Single, double, and 
3-post types. Free- 
wheel, frame-hoist, 
or drive-on. Hydrav- 
lic operation (semi 
or full) for cars, 
trucks, buses. 


HOSE REELS 


Retriever reels for 
air, water, oil, 
greases; Enclosed- 
type or open. In- 
stalled on wall, 
floor, ceiling or on 
an island, 


DISPENSING 
EQUIPMENT 


High boys, tank 
units, dispensers for 
oil, gasoline, kero- 
sene, alcohol, and 
greases. 











WASHINGTON 


Phillips Gas Ruling May Spur Jobbers 


" The U.S. Supreme Court ruling here 
last week that the government should 
control the prices paid independent 
natural gas producers might swell the 
clamor from some oil jobbers for rep- 
resentation at the various hearings 
held by the Federal Power Commis- 
sion on gas line applications. 

This point has been raised at vari- 
ous NOJC and state association meet- 
ings in the past, with the complaint 
being that natural gas is not priced 
fairly at the well in relation to crude 
oil. And this gives gas, in some in- 
stances, a big jump over fuel oil at 
the consumer end of the line. 

Now there is the additional con- 
sideration that the court ruling may 
result in more restrictions on field 
prices and consequently lower con- 
sumer prices, making more intense 
competition for oil. 

(At least this could be the short- 
term trend, although gas producers are 
emphatic in pointing out that govern- 
ment control in the long run could 
well discourage gas production—lead- 
ing to shorter supply and higher gas 
prices.) 

Up to now these calls for interven- 
tion by fuel oil marketers in gas sup- 
ply and rate hearings haven't gotten 
beyond the discussion stage. The big 
argument raised by other marketers 
against such action has been the fear 
that intervention might put them in 
the bad light of seeking government 
aid in limiting competition—and at 
the same time, incidentally, that they 
are looking down at the coal industry 
for its bleating for various “end-use” 
controls on fuel, including a halt to 
the “uneconomic” use of natural gas. 

But the Phillips case ruling has put 
a new complexion on the question of 
fuel oil intervention in gas control 
proceedings. And, as of now, it’s any- 
body’s guess as to whether this court 
decision might be enough to sway the 
majority of marketers over to the 
intervention side of the fence. 

Another interesting angle to the 
Phillips case ruling is that it came as 
no surprise to industry representatives, 
government officials, congressmen and 
reporters here. These views were sum- 
med up pretty well by Rep. “Johnny” 
Lyle (D., Tex.), who noted that “it 
was clear from administrative and 
court opinions the trend being taken 
toward federal control.” There also 
was a more pertinent tip-off to the 
court’s leanings in its earlier refusal 
to even entertain the appeal—thus, 
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in effect, sustaining the lower court 
ruling. 

It is pointed out that amendment 
of the Natural Gas Act to specifically 
exempt independent producers had 
been approved earlier by both sides 
of Congress but vetoed by ex-Presi- 
dent Truman. So, the question is, why 
wasn’t an effort made under the Re- 
publican Administration to clarify any 
dispute in the meaning of the Natural 
Gas Act. Nobody here seems to have 
a good answer. 

Now, proponents of such action are 
going to have a much tougher row to 
hoe. They undoubtedly will face ter- 
rific opposition from congressional 
liberals who will be able to stir up 
“consumer-interest” opposition with 
the loud cry that this is a “give-away” 
to the oil and gas industry and an 
effort to circumvent the decision of 
the highest tribunal. As happened 
during the “tidelands” fight, the 
“liberals” will do their best to keep 
people from remembering that it is 
the prerogative—and duty—of Con- 
gress to both write and amend laws 
as determined by it to be in the na- 
tional interest. 


Nothing Cooking 


Interior Secretary Douglas B. Mc- 
Kay says “no” to persistent rumors 
that former deputy PAD Joseph A. 
LaFortune was working out some- 
thing with the Secretary on LaFor- 
tune’s return to government service. 
McKay said he did try to talk La- 
Fortune into a job at Interior Depart- 
ment at the time LaFortune left PAD 
(about May 1) but “no soap.” 

Some people still feel, however, that 
LaFortune eventually will end up back 
in Washington, that he’s “got the itch.” 
This would not necessarily have to be 
with the Interior Department. 


One of Those Days 


June 7 was a real black Monday 
for Phillips Petroleum Co. The big 
crusher, of course, was the adverse 
ruling from the U.S. Supreme Court 
on natural gas pricing. And if that 
wasn't enough, the National Labor 
Relations Board was out the same 
day with an order certifying Oil Work- 
ers International Union as bargaining 
representative at Phillips’ plant and 
rejecting a company challenge of some 
of the ballots. 


—NPN Washington Staff 
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PETROLEUM INDUSTRY INDICATORS 


a Pek | | es NPN PRICE AVERAGES* 
Agsmae “Shee a 
| ° ~ (¢ per gal.) 
- oasoume | 


1954 1954 


Gasoline 11.74 11.74 
Kerosine 10.35 10.36 
Distillate 8.95 8.96 
Residual 3.81 3.86 
4 principal 

products 8.87 8.89 
Lube oil 16.67 16.98 
Crude at 

well ($ 

per bbl.) 2.81 2.82 


* Weighted average price, prin 
cipal markets. 


mm) WEEKLY PETROLEUM STATISTICS (AP) Week Ended Week Ended Week Ended 
June 5, 1954 May 8, 1954 June 6, 1953 
Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) 173,704 175,874 151,045 
Distillate fuel oil (thous. bbl.) 74,757 63,939 76,467 
Kerosine (thous. bbl.) 24,559 20,210 23,676 
Residual fuel oil (thous. bbl.) 46,502 44,668 42,453 
Crude oil—B. of M. (thous. bbl.) 278,549 273,003 277,907 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) 7,144 6,811 7,168 
Foreign crude included (thous. bbl. daily) 726 590 665 
% of refinery capacity operated 88.2 84.1 93.7 
Refinery Output 
Gasoline (thous. bbl.) 24,160 22,660 24,330 
Kerosine (thous. bbl.) 1,933 1,872 1,971 
Distillate fuel oil (thous. bbl.) 9,825 9,557 10,983 
Residual fuel oil (thous. bbl.) 8,128 8,015 8,312 
Crude Supply 
U.S. crude oil production (thous. bbl. daily) 6,367 6,321 6,318 
Crude oil imports (thous. bbl. daily) 730 709 640 


mm) MONTHLY MARKET TRENDS 


Pctrol-um products in secondary storage (thous. bbl.) 42,104 (Mar.) 46,831 44,834 
Exports of crude and refined products (thous. bbl.) 9,677 (Mar.) 9,965 13,649 
Average station gasoline price, ex tax (¢ per gal.) 21.37 (May) 21.60 20.58 
*Gasoline consumption (million gal.) 3,527 (Feb.) 3,574 3,378 
Service station building permits (number) 531 (Mar.) 370 375 
Passenger cars—domestic shipments (thous.) 515 (Apr.) 510 578 
Trucks and buses—domestic shipments (thous.) 80 (Apr.) 85 115 
Automotive replacement tire shipments (thous.) 4,935 (Apr.) 4,350 5,001 
Replacement battery shipments (thous.) 1,197 (Mar.) 1,422 1,202 
Oil burner shipments (thous.) 47 (Mar.) 43 56 
* Excludes Oklahoma 


Latest Month Previous Month Year Ago 





NATIONAL PETROLEUM NEWS * June 16, 1954 





SUPPLY AND DEMAND | 


‘Gas’ Stocks Climb—Primary stocks 
of finished and unfinished gasoline 
pulled a reverse on tradition in the 
week ended June 5, climbing 850,- 
000 bbl. above the previous week 
despite the season. Gasoline inven- 
tories are 15% higher than a year 
ago, while the demand forecast for 
the next 90 days is only a fraction 
of 1% above actual consumption 
during June, July and August of 
1953. Crude runs to stills rose 
124,000 b/d. Gasoline and distil- 
late fuel oil output gained, but kero- 
sine and residual fuel oil were off. 

(For a detailed analysis of the 
industry supply and price picture, 
see Page 63.) 


Canada Average Up — Canadian 
crude oil production averaged 272,- 
034 b/d in February, Dominion 
Bureau of Statistics data reveals. 
This compares with 258,521 b/d 
in January of this year and 170,275 
b/d in February, 1953. Total crude 
production was 7,616,939 bbl. in 
February, 1954; 8,014,145 bbl. in 
January, 1954, and 4,767,695 bbl. 
in February, 1953. 


Boost in Colombia—Texas Petro- 
leum Co. expects to be able to step 
up production in its Velasquez con- 
cession at Puerto Nino, Colombia, 
from 5,000 b/d to 25,000 b/d 
sometime in 1955. This will mean 
a substantial increase in Colombian 
output, which was 114,662 b/d in 
March, 1954. Texas is building a 
119-mile pipe line from Velasquez 
on the Magdalena River to Galan 
on the same river, where it will 
link with the Andian pipe line to 
Covenas on the Caribbean. Texas 
Colombian Manager John D. Bower 
expects Colombia will produce 
200,000 b/d by 1960, given the 
present development rate. 


U.S. Imports Slide — Total US. 
crude oil and products imports de- 
clined 21,400 b/d in the week 
ended June 5 from revised figures 
for the previous week, according to 
American Petroleum Institute sta- 
tistics. East of California imports 
rose 36,400 b/d, while California 
imports were off 57,800 b/d. Cur- 
rent figures include 61,000 b/d to 
cover non-reporting companies, all 
east of California. They do not 
include military and other govern- 
ment agency receipts, which aver- 
aged 8,000 b/d in January, Febru- 
ary and March, 1954. 
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SAVES ON SERVICING 
POSITIVE SEALING ACTION 
LONG, DEPENDABLE SERVICE 


Roper further increases the dependability and efficiency of Series 
3600 pumps with a proven, long-life mechanical seal.* 

Designed for a broad range of clean liquid applications, the unit 
provides a positive sealing action to reduce leakage — a highly im- 
portant factor when delivering inflammables. Further still, the 
mechanical seal offers the advantage of minimizing down-time and 
maintenance expense...there are no adjustments necessary. 
This mechanical seal is but one of the many outstanding features of 
these Ropers. The pumps are ready for hook-up on any type drive, 
and for all conditions of piping and mounting . . . handle thin or 
thick liquids at slow speeds . . . operate with equal ease in either 
direction . . . have adjustable relief valve which assures full capa- 
city when pumping and allows nozzle shut-off without stopping 
the pump. Roper Series 3600 pumps are rated for pressures to 
60 P.S.I. — sizes 40-300 G.P.M. 

* Models also available with packed box. 


GEO. D. ROPER CORPORATION 
476 Blackhawk Park Ave., Rockford, Illinois 


ROPER 
Kolary Fiamyes 





see such flexibility in oil-dock hose? 


— 


|. Py 





H-1515 


You're looking at the new U.S. Amazon 


( weighs % less! ) 


See the way this hose is “slung”? Such flexibility is unheard of in 
conventional oil-dock hose. Yet this new “U.S.” hose handles 
200 pounds working pressure and is strong enough to take severe 
dock handling, even though it weighs %s less! The hose ends and 
the fittings weigh 50% less. It’s the easiest-handling dock hose 
ever made—dock workers praise “U.S.” for coming up with it. 
And because it’s so easy to handle, it cuts make-up time to the 
header. Its use has sharply reduced accidents. It’s no wonder that 
U.S. Amazon H-1515 has made such a sensational hit with every 
major oil company, barge and towing line from coast to coast. 
It’s the only really new development in oil-dock hose in a genera- 
tion — and, of course, is made only by United States Rubber 
Company. Get in touch with any of the 27 “U.S.” District Sales 
Offices or write to address below. 


H-1515 has a semi-rigid construction which 
remains undamaged by the folding and flatten- 
ing met in ordinary hose use. This revolution- 
ary hose has been proved by 4 years’ Navy 


re ° service and by up to 3 years’ service with 
U.S. Industry depends on it. every major oil company. 


“U.S.” Research perfects it. 
“U.S.° Preduction builds it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION «+ ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
Hose « Belting « Expansion Joints *« Rubber-to-metal Products « Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings + Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber + Adhesives « Roll Coverings « Mats and Matting 
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Phillips Gas Ruling Stirs Wrath of Industry 


The Supreme Court tightened the federal government's grip 
on the oil industry last week with its decision in the Phillips Petro- 


leum Co, natural gas case. 


The court said flatly that an independent natural gas producer 


or gatherer who sells to an inter- 
state pipe line is in interstate 
commerce and is subject to Fed- 
eral Power Commision jurisdic- 
tion. 

The decision raised a hue and 
ery among oil men and oil state 
congressmen and officials, some 
of whom are calling for congres- 
sional action to clarify the issue. 

The decision would, for all prac- 
tical purposes, extend federal control 
to the well itself. And since gas and 
oil often come from the same well, 
it obviously would be difficult to 
regulate one without affecting the 
other. 

For example, how could the cost 
of the gas taken from a well be de- 
termined unless the cost of the oil 
were determined, too? 

And if the cost of natural gas were 
raised or lowered by federal rate-mak- 
ing, wouldn’t that affect the supply 
and price of oil? And wouldn't the 
regulation of gas prices have an im- 
pact on its No. 1 competitor—fuel 
oil? 

The court’s action not only rocked 
the hundreds of independent gas pro- 
ducers in the nation, but it alarmed 
other segments of the gas and oil 
industries, too. 

Phillips’ Argument—Phillips had 
contended that it was not a natural 
gas company engaged in interstate 
commerce, but simply a producer and 
gatherer. As such, it pointed out, it was 
specifically exempt from the Natural 
Gas Act. Phillips cited these words 
in the act: 

“The provisions of this act 
shall not apply . . . to the production 
or gathering of natural gas.” 

The FPC agreed that this was so; 
that it therefore had no control over 
Phillips. 

But the top court in the land has 
ruled otherwise. 

The court was split, 5-3, on the 
problem, but the majority took the 
view that because Phillips sells to 
interstate commerce it becomes a part 
of the interstate commerce. In other 


words, the producing and gathering 
of the gas by Phillips is over and done 
with before it sells the product to the 
pipe line. 

The majority said it felt that when 
Congress passed the Natural Gas Act, 
it meant that FPC should control gas 
prices at both ends of the pipe line. 

“We believe,” the majority said, 
“that the legislative history indicates 
a congressional intent to give the 
commission jurisdiction over the rates 
of all wholesales of natural gas in 
interstate commerce, whether by a 
pipe line company or not and whether 
occurring before, during or after 
transmission by an interstate pipe line 
company.” 

The Dissenters—Justice Tom Clark, 
in a sharply dissenting opinion, said 
that federal regulation of sales by in- 
dependent producers and _ gatherers 
“means an inevitable clash” with state 
regulatory action, including minimum 
pricing. 

He said Congress had not meant 
this to be so and that among the 
powers “clearly reserved” to the states 
is the power to regulate the physical 
production and gathering of natural 
gas. 

Justice William O. Douglas, in an- 
other dissent, said the effect of the 
majority’s decision would be “pro- 
found.” He pointed out that federal 
control of the independent producer 
would influence the rate of production, 
the methods of production, the oil 
wells that are continued in production, 
the new ones explored, etc.” 

Justice Douglas admitted that “reg- 
ulation of the business of producing 
and gathering natural gas involves 
considerations of which we know little 
and with which we are not competent 
to deal.” 


STORM OF PROTEST 
The decision in the Phillips case 
is “one of the greatest threats to the 
oil and gas industry that has ever 
occurred,” said Gov. Allan Shivers of 
Texas last week. Gov. Shivers de- 
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clared, “We can’t afford to regulate 
a gas producer as a public utility. It 
will destroy his incentive.” 

General Counsel Russell B. Brown 
of the Independent Petroleum Assn. 
of America said the long-range effect 
of the ruling will be to “add greatly” 
to the cost of natural gas to the con- 
sumers. He pointed out that federal 
regulation would disrupt the condi- 
tions under which producers and 
gatherers of gas have been operating 
for years. The resulting confusion, he 
predicted, will reduce the supply of 
gas, which will in turn add to the 
consumer's cost. 

Texas Attorney General John Ben 
Shepperd said the decision “apparent- 
ly ends free enterprise in the natural 
gas industry.” He added that federal 
control would take control of natural 
gas away from the states in which it 
is produced and give northern con- 
sumers the power to dictate its price 
and volume. 

Shepperd said the gas-producing 
states will press for a court rehearing 
and for congressional clarification. 

Frank Porter, president of the 
American Petroleum Institute, said 
the Phillips decision places the federal 
government in the position of depart- 
ing from its traditional role of regu- 
lating commerce between the states 
and brings persons and corporations 
not engaged in interstate commerce 
under its jurisdiction. 

Quoting from a report describing 
API's position, he said “ . . . natural 
gas is truly part and parcel of petro- 
leum, is found by the same develop- 
ment methods as for oil, involving the 
same investment hazards and risks, 
and in the hands of the producer and 
gatherer is likewise entitled to equally 
free markets under our competitive 
enterprise system.” 

Jack Woodward, president of the 
Texas Independent Producers and 
Royalty Owners Assn., called the de- 
cision a “Texas legislative call to 
arms.” He said, “Either the state pre- 
empts this regulatory field through a 
law empowering the Railroad Com- 
mission to set minimum prices at the 
wellhead or the federal government 
will take over.” 

L. F. McCollum, president of Con- 
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tinental Oil Co., joined in with a 
statement that the Phillips decision is 
“basically unsound in principle and 
contrary to the best interest of both 
natural gas producers and natural gas 
consumers.” 

Similar comments came from Harry 
W. Bass, President of Texas-Mid-Con- 
tinent Oil and Gas Assn. 

Demand Action—‘Since the pur- 
pose of Congress, the policy-making 
branch of government, has been cir- 
cumvented by the (Phillips) decision, 
it is to be expected that Congress will 
take steps to make its will effective 
by the enactment of appropriate cor- 
rective legislation,” said Hines H. 
Baker, president of Humble Oil & 
Refining Co., last week in Houston. 

Senators Lyndon Johnson (D., Tex.) 
and Robert Kerr (D., Okla.) joined 
in the criticism, declaring that the 
court’s interpretation of the Natural 
Gas Act is directly opposite of what 
Congress intended. 

And Chairman Ernest O. Thomp- 
son of the Texas Railroad Commission 
said, “This decision is an invasion 
into the area of conservation, which 
is strictly a matter for state control. 

“The Congress of the United States, 
in my opinion, clearly meant to ex- 
empt production and gathering of 
natural gas from control and regula- 
tion by the Federal Power Commis- 
sion. FPC took the same view. Mr. 
Justice Clark clearly points this out 
in his dissenting opinion.” 

The Houston Post backed the de- 
mand for congressional action. 


Oil Imports Foes Losing Fight 


There will be no all-out fight 
in Congress this year over oil 
imports. 

This became a virtually cer- 
tainty last week as the House 
voted for a simple one-year ex- 
tension of the Reciprocal Trade 
Agreements Act. The Senate was 
expected to follow suit. 

The extension—which has the ap- 
proval of the National Oil Jobbers 
Council—would mean that the status 
quo would be maintained for another 
year. 

Indications were that the House 
Ways and Means Committee agreed 
on the one-year extension after the 
“protectionists” members had been as- 
sured that the President would seek no 
new tariff-cutting authority in the next 
12 months. 

The protectionists, led principally 
by the coal interests, were making a 
last-ditch fight to salvage at least a 
part of their campaign to get more 
restrictive trade legislation—particu- 
larly on residual fuel oil. 

Committee of Industry, Agriculture 
and Labor on Export-Import Policy, 
headed by O. R. Strackbein, took the 
plea to President Eisenhower himself 
last week but apparently was unable 
to convince the President to change 
his views. 

Another group which continued its 
efforts despite the apparent congres- 
sional decision to extend the trade act 


Price Cut, Giveaways Jam Station Opening 


was the Independent Petroleum Assn. 
of America. Its leaders, after an all- 
day meeting last week, refused to back 
down from their demand for “im- 
mediate” restrictions on oil imports. 

“Imports continue to exceed the 
level needed to supplement domestic 
production under sound national oil 
policies as subscribed to by all ele- 
ments of the industry,” the group said. 
“Total reductions announced to date 
. . . fall short of the needed adjust- 
ment.” 

IPAA wants legislation to reduce 
imports to about 800,000 b/d. 

There was also an effort by another 
entirely different group to hold up 
passage of the one-year extension— 
but for a different reason. 

Some Southern Democrats, who 
wanted a three-year extension, mut- 
tered threats about putting a rider on 
the tax revision bill so that unless 
there was a three-year extension there 
would be no tax bill. But this move, 
as with the others, appeared to be 
petering out. 

Although the fight for oil imports 
restrictions seems over for this year, 
Washington observers felt sure that 
an even more vigorous effort would 
be made next year, particularly if 
there is any downturn in the general 
economy. 

For details on imports cutbacks by 
big oil companies, see page 63. 


Motorists, lured by 5 lb. of free sugar and a 5¢-per- 
gal. price cut, purchased 29,182 gal. of gasoline at the 
opening of a third Hi-Way Oil Co. service station at 
Pueblo, Colo. last month. The record sales were rung 
up in a 15-hour period, from 6 a.m. to 9 p.m. City police 
had to be sent out to handle the swarm of cars going in 
and out of the station. The price cut, for regular gasoline, 
met the “week-end special” price offered by a competing 


group of independent stations. None of the majors partic- 
ipated in the price cuts, which were in effect for only 
two days. James E. Gladney and Ralph Simmons, station 
operators say they gave away nearly nine tons of sugar 
and handed out 1,900 ice cream bars to children accom- 
panied by their parents. This Hi-Way station opened in 
Pueblo sold 5,000 gal. more than the second station on 
its opening day three years ago. 
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New Dealer Group 
Fights N. J. Price War 


Service station dealers in three 
counties of southern New Jersey have 
formed a new organization in an 
effort to halt the price war that has 
been raging there. 

The Independent Gasoline Dealers 
Assn. of Southern New Jersey, claim- 
ing more than 200 members, is headed 
by H. Bradford Graeff, an Esso dealer 
in Brooklawn, a suburb of Camden. 

Graeff says the new group was 
formed because the New Jersey Gaso- 
line Retailers Assn. has been “rela- 
tively inactive” in the area, having 
only 18 or 20 members in the three 
counties covered by the association— 
Camden, Glouchester and Burlington. 
The only immediate aim of his asso- 
ciation, says Graeff, is to “stabilize 
the market.” 

The new group, organized May 10, 
concluded a “one week truce” with the 
Camden unit of the New Jersey Gaso- 
line Retailers Assn., beginning May 
27, and prices went from 16.9¢ up 
to 21.9¢ on regular at most of the 
major brand stations in the area. But 
prices began breaking Monday, June 
7, and at mid-week, Graeff said about 
50% of the stations were down to 
17.9¢ for regular. Prices shown are 
ex 5¢ state and federal taxes. 

This was the group’s second effort 
to stabilize prices. In both cases a few 
stations refused to raise prices and 
member stations soon dropped back 
to the cut-price level. 

Graeff says his group believes it is 
impossible for dealers to keep the 
price of gasoline down to cost as a 
means of getting suppliers to establish 
“fair trade” gasoline prices. He states 
that the dealers think such a program 
will only put them out of business. 

John Dressler, president of the New 
Jersey Gasoline Retailers Assn. said 
Graeff’s statement was “inaccurate” on 
the state organization’s membership in 
the three-county area. Dressler said he 
could easily name 25 members in the 
area, 
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In publishing pictures of communist 
oil activity in the June 9 issue, NPN 
inadvertently omitted the source of the 
photos. They were obtained from Sov- 
foto and Eastfoto, distribution agencies 
for Soviet and Chinese Communist pic- 
tures. Basic information in the picture 
captions was supplied by Sovfoto. 











HOLGER RIDDER 


GLENN M. GREEN, JR. 


Two NPN Articles Win Awards 


NPN submitted two entries 
and won prizes with both in the 
annual Business Paper Editorial 
Achievement Competition con- 
ducted by Industrial Marketing, 
“the magazine of selling and 
advertising to business and 
industry.” 

First awards for original research 
was earned by “How Much Dirt Can 
Hide in an Automobile Crankcase?” 
Holger Ridder, automotive editor, 
conducted the research project, de- 
veloped the findings and wrote the 
story, which was published Feb. 11, 
1953. 

A certificate of merit for the best 
single article was awarded NPN for 
the story “Gasoline Wars and How to 
Stop Them,” published Dec. 16, 1953. 
Glenn M. Green, Jr., of NPN’s Wash- 
ington bureau, spent a week in Wyo- 
ming Valley, Pa., scene of a bitter price 
war last autumn. There he gathered 
details on the causes and effects of the 
Wyoming Valley situation, a micro- 
cosm of the intense price competition. 
Reports from NPN’s field editors sup- 
plemented the detailed study. Green 
then wrote the over-all story. 

This is the fourth consecutive year 
NPN has won prizes in Industrial 
Marketing's contest—every year it has 
participated. Last year, a series of arti- 
cles by Ridder won a certificate of 
merit for NPN. NPN entries are 
judged in the merchandising, trade and 
export division. 

Ridder, who began his journalistic 
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PLAQUE for first award was won by Rid- 
der’s article in the original research class 


career in 1934, joined the NPN staff 
in 1945. He has specialized in lubrica- 
tion, marketing transportation and dis- 
tribution facilities and techniques 
Last year, he opened NPN’s Detroit 
bureau as automotive editor. Ridder 
is a member of the Society of Automo- 
tive Engineers. 

Originally a Texas newspaperman, 
Green has been on NPN’s Washing- 
ton staff since autumn, 1951. Before 
that, he worked for the Austin (Tex.) 
A merican-Statesman, the International 
News Service and the Dallas Times- 
Herald, as Washington correspondent. 
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Indiana Standard Moves Engineering Research Department 


One of Indiana Standard’s newest departments, engineering research, has 
been moved from Chicago to a new two-story laboratory building in Whiting, 
Ind. The new department, set up to improve the physical equipment used in 
refining, was moved to bring it closer to the refinery, engineering department, 


and research laboratory at Whiting. 





INDUSTRY BRIEFS 


Dollar sales in gasoline service sta- 
tions rose 8% over last year in the 
January-April period, the Census Bu- 
reau estimates. Figures were $3,429 
million this year and $3,167 million 
for last year. In April, 1954, estimated 
sales were $903 million, compared 
with $870 million in March and $826 
million in April, 1953. 


Graver Tank and Manufacturing 
Co., Inc., has been awarded a contract 
for construction of a large portion of 
the 1,500,000-bbl. capacity tankage, 
at the Great Northern Oil Co. refinery 
to be built on the Mississippi River, 





Station Issue Coming 


The third annual special serv- 
ice station issue of NATIONAL 
PETROLEUM News will be pub- 
lished two weeks from today. 

The problem of manpower 
will be featured in that special 
issue. Aspects which will be cov- 
ered include recruitment, dealer 
training and employe training. 
NPN will also report on recent 
developments and trends in serv- 
ice station installations. In ad- 
dition, there will be a wealth of 
valuable information on other 
related subjects including equip- 
ments TBA developments, mer- 
chandising and restrictive ordi- 
nances. 











14 miles south of St. Paul, Minn. This 
is the first big contract awarded for 
construction of the 25,000-b/d_ re- 
finery. 


Metropolitan Petroleum has _pur- 
chased the Sinram-Marnis Oil Co. 
property at E. 138th St. and Harlem 
River in Manhattan, near the existing 
Metropolitan marine terminal. This 
will add 1 million gal. to Metropoli- 
tan’s storage facilities. 


Completion of its expansion pro- 
gram has brought the capacity of 
Mid-West Refineries, Inc., Grand 
Rapids, Mich., to 10,000 b/d, almost 
in line with product sales. Total ther- 
mal cracking capacity at the com- 
pany’s Alma, Mich., refinery has been 
stepped up from 2,000 b/d to 3,600 
b/d. Capacity of the Platforming unit 
went from 1,500 b/d to 2,500 b/d. 


A standard specification for under 
ground petroleum product storage 
tanks will be effective Oct. 1 across 
Canada. Copies (Specification No. 54) 
are available at 25¢ from Standing 
Committee on Underground Storage 
Tank; c/o A. E. Cooke, P. Eng.; 
British American Oil Co., Ltd.; 800 
Bay St., Toronto, Ont. 


Battenfeld Grease & Oil Co. of 
California, subsidiary of Battenfeld 
Grease & Oil Co., Kansas City, is con- 
structing a plant in Compton, Calif., 
that is expected to be completed this 
summer. Directing the operation 
(which includes placing the concern’s 
unbranded greases on the West Coast 


market) is Robin S. Nowell, Jr., for- 
merly sales manager in Kansas City. 


In the first quarter of 1954, large 
pipe line companies moved 891 mil- 
lion bbl. of crude oil and products 
compared to 878 million bbl. in the 
same 1953 period. Reports to the 
Interstate Commerce Commission, 
from 60 companies with more than 
$500,000 annual revenue, showed 
Gulf Refining Co. moved the most oil. 


Three projects in a multi-million 
dollar expansion plan by The Texas 
Co. have been given fast tax writeoffs. 
They call for: 10,854 b/d catalytic 
reforming unit, expansion of existing 
alkylation unit and related facilities, 
Lockport, Ill., $10.9 million; 10,000 
b/d catalytic reformer and other fa- 
cilities, Los Angeles, $6.4 million; and 
nine storage tanks and other facilities, 
Bethlehem, N. Y., $1,272,500. 


A report on oil industry measures 
for a post-atomic-attack period will be 
the highlight of the next meeting of 
the National Petroleum Council in 
Washington, July 15. Committee re- 
ports are also slated on oil storage ca- 
pacity, and the use of radio and radar. 


Sinclair Pipe Line Co. and Pure Oil 
Co. will modernize existing facilities 
and add new pipe line to run 494 
miles from Merino, Colo., southeast 
to Humboldt, Kan. There it will con- 
nect with Sinclair’s present “Big Inch” 
trunk system now carrying crude oil 
to Chicago and St. Louis refinery 
centers. To be completed by early 
1955, the line will have an 80,000-b/d 
initial capacity. 


Last week the Federal Power Com- 
mission refused to reconsider its order 
establishing the policy of fair field 
prices for natural gas rate-making 
purposes, issued in the Panhandle 
Eastern Pipe Line Co. case. The re- 
quest for rehearing was made by con- 
sumer groups, including the City of 
Detroit. 


A Federal Trade Commission hear- 
ing examiner has ruled that a manu- 
facturer may enter into fair trade 
contracts with retailers competing with 
the manufacturer’s own retail stores. 
The policy, if adopted by FTC, prob- 
ably would be applicable to TBA 
manufacturers who operate their own 
stores. 


At the annual conference of the 
midwest council of Oil Workers’ Inter- 
national Union (CIO-CCL), a national 
labor code was urged covering petro- 
leum and chemical industries. 
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Oil Heat Campaign Awaits OHI Nod 


A national promotion cam- 
paign to combat natural gas is 
gathering “grass roots” strength 
among fuel oil jobbers, individ- 
ual groups reported this week. 
However, no action is likely un- 
til the Oil Heat Institute of Amer- 
ica authorizes a specific proposal. 

Such a proposal has not yet been 
formulated, although the original sug- 
gestion contained the general objec- 
tive: The sponsorship of an intensive 
drive to forestall the threat of natural 
gas to markets now being served by 
heating oil. 

The OHI is watching the develop- 
ments closely. When a definite pro- 
posal has been worked out, OHI will 
then decide what it will do, an authori- 
tative source told NPN. Indications 
are that the fate of the initiative will 
be decided by the end of the month. 

The proposal first came up as a 
surprise move at the annual OHI con- 
vention in Philadelphia late last month. 
Behind the scenes of the convention in 
after-hour discussions, members of the 
distribution division of OHI ham- 
mered out a proposal aimed at enlist- 
ing and unifying all elements of the 
heating oil fraternity. The agenda of 
a regular session was interrupted and 
the wraps taken off the proposal for a 


national heating oil promotion pro- 
gram. 

The unofficial plan was twofold: 
the establishment of a pilot fund to 
explore the domestic heating situa- 
tion, in light of the spread of natural 
gas, and make recommendations as 
to positive remedial measures that can 
be taken by heating oil men individu- 
ally and as a group; a secondary fund 
was recommended to execute the pro- 
gram in the form of a public relations 
campaign, advertising and sales pro- 
motion. 

Spontaneous Support — To get the 
ball rolling, contributions were solic- 
ited from the floor of the convention 
to be added to the funds allotted by 
OHI. In the first few minutes, heat- 
ing oil men pledged $8,000. Since 
then, additional pledges have been 
sent to OHI although there has been 
no active solicitation. 

Although the idea sprang up at the 
OHI meeting and even though many 
individual oil heat jobbers have en- 
dorsed it, the proposal lacks official 
OHI sanction. 

The proposal highlighted the 32nd 
annual OHI meeting, attended by 
more than 5,000 men in the trade. 
OHI officials described it as the largest 
turnout on record. Each of the five 





New Englanders Mobilize to Fight Gas Competition 


The vast volume of natural gas heat advertising appearing in Massachusetts 
this year is pointed out by Wilfred Hall, at the annual meeting of the Independent 
Oil Men’s Assn. of New England. Hall, president of Hall’s Heat Headquarters, 
Salem, Mass., told about 200 oil men at the Boston meeting, June 3-4, “We've 
got to meet this type of advertising with advertising of our own product.” 
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convention days bore a designation: 
“Everybody's Day,” “Fuel Oil Deal- 
ers’ Day,” “Service Installation Day,” 
“Dealer Day” and “Industry Day.” 
Among the slogans which reflected 
the spirit of the meeting were these: 
“Proper delivery procedures boost 
sales” and “He sells most who services 
best.” 

Local Level First—The initiative to 
extend a defensive struggle into an 
aggressive national campaign began 
with a series of regional campaigns, 
including those in Baltimore, Wash- 
ington, D.C., and Washington state. 
New drives are under way in Greater 
Philadelphia and New Jersey. From a 
national standpoint, they are “small 
firecrackers,” said an OHI official. 
Consequently, they don’t make enough 
noise for the consuming public to 
notice. 

Backers of a national campaign be- 
lieve that by employing their strength 
of numbers and joint enterprise, oil 
heat men can protect their markets 
and expand their potential. 


Cool Weather Sends 
Degree Days Up 


Weather for the month of May was 
cooler than last year in the East Coast, 
Great Lakes, Midwest and Southern 
areas. The West Coast registered 14 
degree days less than last year. 

In all sections the average degree 
day totals were above normal for 
month of May, and lower than April 
degree day totals, with the exception 
of the Southeast area which recorded 
an increase of 18 degree days. 
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East Coast 1954 1953 Normal+ 


Boston 287 215 236 
New York (a) 198 153 
Philadelphia (a) 145 
Washington 143 
Average 
Great Lakes 
Buffalo 
Chicago 
Cleveland 
Detroit 
Toronto (a) 
Average 
Midwest 
Denver 
Minneapolis 
Omaha ‘ 
St. Louis (a) 156 
Average 254 211 201 
West Coast 
San Francisco (a) 264 265 248 
Seattle (a) 247 275 246 
Average 256 270 247 
Southeast 
Birmingham 95 7 30 
Charleston (a) 5 0 0 
Nashville 152 14 43 
Raleigh (a) 144 3 29 
Average 99 6 26 


Degree days are on 65 deg. F. basis. 

(a) Readings at city offices. Readings in 
other cities taken at airport offices. 

# New normal. 





NOJC Raps ‘Detroit Case’ Orders 


The National Oil Jobbers 
Council, in a petition for leave 
to intervene, will tell the Fed- 
eral Trade Commission this week 
that its orders in the Indiana 
Standard “Detroit” case “seri- 
ously threaten and jeopardize” 
the independent oil jobbers by 
“striking at the heart” of the 
system of dual distribution in 
gasoline marketing. 

General Counsel Otis Ellis circu- 
lated the final draft of the petition 
here today among members attending 
NOJC’s annual summer meeting. He 
said it would be filed with the com- 
mission in the next day or two. 

The petition will ask FTC to: 

1. Set aside its Jan. 16, 1953, modi- 
fied order on the grounds it violates 
the mandate issued by the Supreme 
Court in reviewing the original order 
on appeal and thus is void. 

2. Construe provisions of Sec. 2(b) 
of Robinson-Patman Act in confor- 
mity with the Supreme Court decision. 

3. Not require resale price mainte- 
nance beyond permissive legal limits. 

4. Reconsider and clarify its vari- 
ous findings and orders in conformity 
with the opinion of the Supreme 
Court. 

5. Give consideration to including 


in such findings an official statement 
as to price areas for determining good 
faith in meeting competition in gaso- 
line marketing. 

Says the petition: 

“Jobbers throughout the nation 
have been following the course of 
this proceeding for more than 12 
years with the hope that the confusion 
which surrounded the initiation of 
these proceedings would be clarified, 
the function of the jobbers specifically 
recognized and general criteria estab- 
lished for determining what consti- 
tutes good or bad faith in meeting 
competition in the wholesale and re- 
tail distribution of gasoline. Instead 
of clarification, the jobber now finds 
uncertainty and confusion compound- 
ed, inconsistent findings instead of 
criteria and, of even greater adverse 
consequence, the jobber finds that his 
function instead of being specifically 
recognized is seriously threatened and 
jeopardized.” 

The petition will be filed on behalf 
of all state and regional member asso- 
ciations of NOJC, excepting the Em- 
pire State Petroleum Assn. and South 
Carolina Oil Jobbers Assn. The former 
already has petitioned to intervene 
on its own, while the latter asked to 
be excluded from the NOJC move. 


Two Retail Groups Back 
FTC ‘Good Faith’ Stand 


Two retailer groups have filed a 
letter with the Federal Trade Com- 
mission holding that nothing would be 
gained from a further “rehash” of the 
“Detroit Case” by FTC—and, there- 
fore, FTC’s 1953 order should be put 
into effect. 

Attorneys for the two organizations 
—National Congress of Petroleum Re- 
tailers, Inc., and Retail Gasoline deal- 
ers Assn. of Michigan, support FTC 
attorneys, who have recommended that 
a rehearing petition filed by Standard 
Oil Co. (Indiana) be denied. 

The letter said a rehearing would 
“make a travesty of this case” because 
“all arguments that would be advanced 
already have been advanced” in pre- 
vious hearings. 

Current status of the “Detroit Case” 
is this: 

Indiana Standard has asked FTC to 
declare its 1953 order void and to 
review its 1946 order in the light of 
the Supreme Court’s decision that 
good faith is an adequate defense. 
Two jobber groups and one of the 
four jobbers involved in the case have 
filed similar peitions. The FTC legal 
staff has opposed this, and now is 
supported by the two dealer groups. 





American TCP Suit 


American TCP Corp. served 
an antitrust complaint Friday on 
William F. Kenney, vice pres- 
ident and general counsel who 
is acting for Shell Oil Co., along 
with a motion for preliminary 
injunction. 

In its suit seeking $3 million treble 
damages, American TCP charges Shell 
with: 

—Using the claim of trademark 
rights to the term TCP to monopolize 
the sale of tri-cresyl phosphate. 
(American TCP contends TCP is a 
generic name and not registrable as 
a trademark.) 

—Entering into a licensing arrange- 
ment with Continental Oil Co.—for 
use of TCP as a gasoline additive, 
“pursuant to the conspiracy.” 

—Suppressing the use of TCP in 
regular-grade gasoline. 

—Using the leverage gained by 
monopolizing the term TCP to in- 
crease its percentage of the premium 
gasoline market. 
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Asks $3 Million 


—Attempting to injure American 
TCP’s business by filing a complaint 
in the New York courts without seek- 
ing a temporary injunction to stop 
American TCP from selling the 
product. 

The motion for injunction filed by 
American TCP seeks three things: 

—To stop Shell from claiming TCP 
as a trademark. 

—To stop Shell from claiming TCP 
is available only in premium gasoline 
marketed by Shell and Conoco. 

—To stop Shell from threatening 
to sue other companies for infringe- 
ment of a trademark “to which it 
has no valid claim.” 

Leon C. Baker, American TCP 
president, said the motion for injunc- 
tion has been noticed for hearing June 
17 ‘before U. S. Southern District 
Court in New York, where the suit 
was filed earlier last week. 

Baker said American TCP’s busi- 
ness has been “off noticeably” since 
Shell brought its suit for trademark 


violation against his company. 

Kenney said the basic issues con- 
cerning Shell’s trademark position are 
the same in the American TCP suit 
and the suit brought earlier by Shell 
in the New York State courts. 

“Shell again states its position to 
be,” he said, “that it has a good trade- 
mark position on TCP, and the state 
court action previously filed is to 
confirm this position.” 

The Shell attorney pointed out that 
his company expects to get to trial 
on the merits in state court by fall, 
“whereas in federal court, the docket 
is so far behind that it is difficult to 
get a trial on the merits in less than 
two years.” 


New Antitrust Extension 


Federal Judge James M. Carter has 
granted the government an extra 
month to reply to requests for admis- 
sions filed May 26 by The Texas Co. 
in what the company said is an effort 
to shorten the four-year-old West 
Coast antitrust suit. The Justice De- 
partment now has until July 12 to 
respond or file a written objection. 
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Your Customers Get 
HIGHEST OCTANE PERFORMANCE 
And up to 40 MILES MORE 
per tankful of gasoline. 


New VEEDOL 10-30 pulls in trafic be- 


cause motorists know it steps up engine 


performance. The reason is that VEEDOL 
10-30 is a refined 100% distilled oil which 
cuts down to a minimum octane-robbing 
carbon deposits ordinary motor oils 
build up. 


VEEDOL 10-30 in the crankcase means 
greater gasoline mileage, too...up to 40 
extra miles per tankful. The reason is /ower 
fluid friction ... less oil drag. Quicker starts, 
quieter hydraulic valve action and longer 
engine life are other benefits from this 
Extra High Detergency Motor Oil. Put up 
a VEEDOL display and pull in extra sales! 


TIDE WATER 
ASSOCIATED 
OiL COMPANY 


Sen Franc 
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TRANSPORTATION 


‘ 


47,000 TON TANKER, King Saud, launched June 5 at Hamburg, Germany, for opera- 
tion by new Arabian shipping company. Other tanker operators are wondering if vessel’s 


hauls will become part of a... 


Tanker Monopoly for Onassis? 


The shipping agreement be- 
tween Saudi Arabia and Greek 
shipowner Aristotle Socrates 
Onassis is still a question mark, 
with a controversy continuing 
over the extent of Onassis’ claim 
on the Arabian oil hauling trade. 

Will Onassis corner the Arab- 
ian shipping market? He says 
he won't. Other shipping inter- 
ests say he will. 

The main point at 
question of whether concessionary 
companies (Arabian American Oil 
Co. and others) can “renew or re- 
place” existing tanker tonnage used 
in hauling Saudi Arabian oil. Onassis 
says they can. But other shippers say 
they can’t find it in the part of the 
agreement revealed to them. 

Onassis claims that Aramco (con- 
trolled by Standard of New Jersey, 
Standard of California and The Texas 
Co., each 30%, and Socony-Vacuum, 
10%) and its partners will be per- 
mitted to “renew or replace” tankers 
as long as they do not exceed their 
total tonnage as of Dec. 31, 1953. 

But this is not the way it looks to 
other shippers. They say that nowhere 
in Article 4 of the agreement, quoted 
in the notice served on concessionary 
companies last January, is there any 
mention of a “renew and replace” 
provision. Under Article 4 (the com- 
plete text of the agreement never has 
been revealed), only tankers hauling 
Arabian oil on Dec. 31, 1953, are 
eligible for use in the future. 


issue is the 
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In other words, the other shippers 
contend as that eligible tonnage is re- 
tired over the next few years, Onassis 
will expand his control, gaining an 
eventual monopoly. 

And the U.S. State Department has 
agreed, claiming the pact will give 
Onassis a “virtual monopoly” and that 
it “flouts American interests.” 

Solution of the puzzle awaits On- 
assis’ release of the full text of the 
shipping agreement. 


Denver Defeats Move 
For Truck Limit Hike 


Denver’s City Council last week un- 
animously defeated a request by oil 
companies to increase the load limit 
from 1,500 to 3,500 gal. for gasoline 
trucks operating on city streets. 

Arguing for independent jobbers, 
Attorney J. Glenn Donaldson opposed 
an increase in limits, pointing out that 
the majority of service stations buy 
only 500 to 700 gal. at a time. 

The fire hazard from transports was 
minimized by Miles Woodworth, 
flammables engineer for the National 
Fire Protection Assn. He told the 
Council that proper safeguards and 
construction of oil trucks was more 
important safety-wise than size. It 
would be safer, said Woodworth, to 
have one 6,000 gal. transport on the 
streets than four 1,500 gal. trucks. 
The larger number of trucks would 
increase the accident potential. 


However, the council accepted the 
recommendation of Fire Chief Allie 
Feldman, defeating the proposed in- 
creased limit. 

A spokesman for the oil companies 
said, if the load limit ordinance was 
uniformly enforced he did not expect 
any further effort to revise it. 


Oil Labor Record Tops 


‘Organized’ Industries 


The oil-refining industry has had 
fewer strikes and lost less man-hours 
of work than those major industries 
that have strong national labor unions, 
Donald C. O’Hara said this week in 
the National Petroleum Assn. news- 
letter. He cited Bureau of Labor 
Statistics records as the basis for the 
statement. 

O’Hara noted that O. A. (Jack) 
Knight, president of Oil Workers In- 
ternational Union (CIO) said in an 
interview published in the June 9 
NATIONAL PETROLEUM News that in- 
dustries with strong national unions 
have less labor trouble than “half- 
organized” industries—such as oil. 

“We daresay that Mr. Knight's 
memory is playing him tricks,” 
O’Hara said. “The statistics for the 
postwar period show the oil industry’s 
labor troubles lagging well behind the 
industries which Mr. Knight would 
like to use as a model.” 

O’Hara then cited 
BLS figures: 

1945-1952 INCLUSIVE 


the following 


Industry 


Bituminous Coal 


Number of Man-Days 
Strikes Idle 
4,019 

Basic Steel 869 

Automobiles 869 

Petroleum Refining 90 


65,924,000 
43,828,000 
35,961,000 

3,155,300 

In the NPN interview, Knight argu- 
ed that a stronger oil union would 
be better in the long run for the com- 
panies than the present situation of 
“partly organized, partly unorganized 
and partly half-organized” oil unions. 

Knight then said industries that 
recognize strong national unions have 
less labor trouble than “half-organ- 
ized” industries. 

“Sure there is a lot of publicity 
when steelworkers strike or when 
General Motors is shut down by the 
auto workers, but over the years I 
daresay these companies lose less pro- 
duction than those industries which 
have a muddled bargaining situation 
—such as oil.” 

It was this statement by Knight 
that prompted O’Hara’s presentation 
of the BLS figures. 
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MALTESE CROSS FIRE HOSE 


Maltese Cross Fire Hose for severest service .. . 
extra strong yet light and flexible. Standard lengths: 
50 feet—tested up to 400 psi. 





IS THE FINEST IN FIRE PROTECTION 


Maltese Cross Fire Hose has never failed at a fire, has 
always given peak performance when needed as shown 
in these three case histories. 


(1)...A large New Jersey refinery battled a stubborn 
fire with five brands of fire hose. All brands burst on the 
job except Maltese Cross Fire Hose, and that same hose 
has been in use now for over 30 years! 


(2) ... Not one length of 20-year-old Maltese Cross Fire 
Hose failed in one of the century’s worst refinery fires. 
Thirty-nine lengths of other brands of fire hose burst 
during action. 

(3) ... A large refinery refused to buy higher priced Mal- 
tese Cross Fire Hose but settled for a lower cost hose. 
When a fire occurred their cheaper hose lengths burst one 
after another. They borrowed hose from a nearby refinery 


. .. Maltese Cross Fire Hose. Not one length burst. Today 
Maltese Cross Fire Hose is a standard part of their fire- 
fighting equipment. 
Here is proof that Hewitt-Robins Maltese Cross Fire 
Hose offers the greatest safety and economy over the 
years ... it will never mildew or dry-rot during storage 

. . it is oil, acid and abrasion-resistant and built to with- 
stand the severest pressures .. . it’s the handmade fire 
hose whose wrapped construction includes four tough flex 
ible plies of specially woven duck combined with premium 
rubber compounds. Maltese Cross Fire Hose is widely 
used and approved for oil tanker service because it resists 
weathering and salt spray. 

Your investment in Hewitt-Robins Maltese Cross Fire 
Hose will insure complete and proven protection in your 
industrial fire protection system. 


HEWITT@) ROBINS 


Executive Offices, Stamford, Connecticut 
DOMESTIC DIVISIONS: Hewitt Rubber «+ 
FOREIGN SUBSIDIARIES: Hewitt-Robins (Canada) Ltd., Montreal «+ 
Paris, France « Robins Conveyors (S. A.) Ltd., Johannesburg « EXPORT DEPARTMENT: New York City. 
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Robins Conveyors «+ 


Robins Engineers + Restfoam 


Hewitt-Robins Internationale, 








ONLY ARMSTRONGS 


OFFER THIS 


EXTRA SAFETY 


THAT MEANS 


EXTRA SALES! 


PATENTED 


“OUNCE OF 
PREVENTION” © 4; | 
DISCS 4 Greatest SKID PROTECTION 


guard against \ 4 in tire history 
9 out of 10 tire 
failure accidents 











NOW! YOURS TO SELL IN A 


surface. That’s because ribs squeeze together 
AT A under pressure — like the edges of your fingers 
when you make a fist. Thus, the tread loses 


With ordinary tires, tread ribs of your 
tires tend to compress into a smooth, slippery 


its vital grip on the road . . . and you skid! 


POPULAR PRICE! 


It’s the biggest tire news in years! Now you can offer 
famous Armstrong “Ounce of Prevention” tires at a price 





so low everyone can afford them. The extra safety of With life-saving Armstrong 
A st - - xtra sales. N tk ti t . Tires, the tread can’t compress! 
rmstrongs means extra sales. No other tire, at any price, Cate Genieen Vener ~ eon 
offers the safety features of Armstrong Miracle-Tires. é 4 lose its grip! “Ounce of Preven- 
: a6 ee ‘ : ‘ ‘ ‘ tion” discs between ribs keep 
Your Armstrong distributor will give you without cost a ne : gripping edges apart — like your 
. . . “ S.~ “A fingers when you put rubber 
package of demonstration discs to help you tell and sell ees Ly aaeey Gaiden Ghewn, ies Gnas 
customers on Armstrongs’ life-saving “Ounce of Pre- @ } ehidt 


vention.” Get them today! 


: . yor s : , > UNCONDITIONALLY GUARANTEED 
ee > FOR 24 MONTHS! 
7 ee Armstrong Miracle Tires are 


A hy yy Oe " unconditionally guaranteed for 24 


ty 7} eR yi months against all road hazards. 
M | RAC L iz ‘ Tl R t Unserviceable tire will be replaced by 
< : epee pes tire with full credit 
‘or the period of guarantee not yet 
RHINO-FLEX —— ° 7 


WEST HAVEN, CONN. @ NORWALK, CONN. ® NATCHEZ, 
MISS. @ DES MOINES, IOWA @® SAN FRANCISCO, CALIF, 
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LABOR 


OWIU Among 94 Unions 
Signing ‘No Raid’ Pact 

The Oil Workers International 
Union (CIO) was one of 94 unions 
that last week signed the “no raiding” 
pact drafted by the American Federa- 
tion of Labor and the Congress of 
Industrial Organizations. 

The truce on raiding was negotiated 
as a step toward ultimate merger of 
the two giant labor federations. How- 
ever, much of the value of the “no 
raiding” action was lost when the 
AFL Teamsters and CIO Steelwork- 
ers declined to support it. 

O. A. (Jack) Knight, OWIU presi- 
dent, said he did not consider the 
pact particularly significant to oil 
workers because “raiding has not been 
a major problem” for his union. 

However, AFL Teamsters’ position 
may affect the OWIU sooner or later. 
The Teamsters have been active in 
trying to organize service station em- 
ployes. Although the OWIU has con- 
centrated its efforts on refinery work- 
ers, Knight declared last September 
that “by no stretch of the imagination 
are the station employes under the 
jurisdiction of the Teamsters.” Knight 
said that eventually OWIU would 
campaign to recruit station personnel. 


Chicago Station Workers 
Get 8¢ Hourly Increase 


Wages of service station employes 
in the metropolitan Chicago area will 
rise 8¢ an hour under terms of a con- 
tract signed by the Gasoline Retailers 
Assn. of Metropolitan Chicago and 
Teamsters Union, Local 705. 

Weekly scale for a washer is $71.04 
driveway salesman $80.64, and station 
manager, $95.04. New hourly rates 
are $1.48, $1.68 and $1.98, respec- 
tively, with time-and-a-half to begin 
after an eight-hour day. 

Original demands by the Tearnsters 
called for a $6 weekly pay increase 
for each category, with ove:time rates 
to begin after a 40-hour week. Addi- 
tionally, the union asked fer a $2.50 
health and welfare fund per man and 
$2 pension fund. 

While the original Teamster de- 
mand would call for a 2¢/gal. in- 
crease in the retail gasoline price, 
according to Victor Postillion, asso- 
ciation executive director, the wage 
hike amounts to about 0.4¢ added 
cost per gallon to a dealer who aver- 
ages 20,000 gal. monthly. 

The retailers have 2,000 members, 
but higher wages will apply to about 
4,000 stations in the Chicago area. 
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This is how many a petroleum distributor looks to his supplier—a 
faceless man known merely as a bulk plant or a gallonage figure. 
But this cold business doesn’t apply to Richfield Distributors be- 
cause Richfield markets exclusively through independents. These 
oil men not only get recognition from Richfield officials, they get a 
friendly, helping hand if, when and as it’s needed. 


Richfield officials dig in personally with their distributors, help 
solve their special problems of competition, supply, distribution, 
etc. Think of the tremendous advantage in having as suppliers men 
who are personally acquainted with, and sincerely interested in, 
you and the business you run. It’s a unique down-to-earth spirit 
that had one distributor saying recently, “It gives me a boost to 
see how much these Richfield men know about my business.” 


Moreover, Richfield sees that its distributors enjoy the freedom of 
a franchised territory, the benefits of big-time advertising, the re- 
wards of expert marketing know-how, and countless other advan- 
tages. 


If you feel you’re a faceless man—contact Richfield today. 


=\ RICHFIELD 


OIL CORPORATION OF NEW YORK 


542 FIFTH AVENUE, NEW YORK 36, N. Y. 
Serving the Eastern Seaboard from Maine through Florida 





lere is the preferred Truck 
far k Faucet . . . the 
LVACO P-870. Modern 
streamlining eliminates 


"all obstructions 


that retard the flow 

of liquid. When \\\ 
open to full capacity, 
the disc holder stops 


On the spring retainer, ae A COMPLETE LINE OF VALVES AND 
forming a single streamlined FITTINGS FOR THE OIL INDUSTRY 


unit which helps you get rid 
of the load — faster, 


more economically. 


Specify MILVACO streamlined 
TRUCK TANK FAUCETS on your 
equipment. There's a MILVACO 
representative near you 


to serve your complete needs. 








Available in straight or angle 
designs of 222° and 65° 
Sizes 2”, 2%," and 3” 


Made of MILVALOY — The 
miracle alloy that combines light 


je Ay L fi C Cc} weight with superior sturdiness. 


Features ‘‘Permadisc’’ construction 


MILWAUKEE VALVE CO. + MILWAUKEE 7, WIS. ine, weeliotes ante. 
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Thousands of motorists are 
—. ELLY crossing Skelly driveways to 


meet the fieW 
champ 


new Skelly Supreme gasoline 


¥% a totally new gasoline! 





a totally new selling punch! 





Here at last is the GUARANTEED NEw GASOLINE especially 
developed for modern high-compression motors— NEw 
SKELLY SUPREME GASOLINE. And it’s backed by advertis- 
ing, promotion and service station dress-up that’s as sensa- 
tional and SE.L-sational as the product itself! 


Nosopy- but nobody will miss the Skelly Supreme Gaso- 
line story that’s now hitting folks right where they live— 
now being heavily promoted by Skelly in all these adver- 
tising media: 


) network radio! 





big-impact tv! 
leading farm papers! 








big-space newspaper ads! 





It all adds up to ANOTHER good reason why you’ll make more money doing 
business under the Skelly Franchise. For ALL the facts, write us today! 


SHELLY > = mn 


SKELLY OIL COMPANY Marketing Headquarters: KANSAS CITY, MISSOURI 
Division Offices: Kansas City ¢ Chicago © St. Paul e Omaha « Cedar Rapids © Tulsa # Wichita * Denver © Dallas 
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The Oil Jobber—Custodian of Home Comfort 


HORIZONS IN AIR 
CONDITIONING 


There'll come a day—perhaps in the 
next 50 years—when not only build- 
ings but streets and even entire cities 
will be air conditioned. This is the 
way Claud Wampler, president of 
Carrier Corp., and the air condition- 
ing industry are looking beyond the 
horizons of tomorrow. 

This thinking reflects the growth of 
the industry in the last several years. 
The estimated retail volume, includ- 
ing all types of air conditioning prod- 
ucts, expanded 40% from 1952 to 
1953. Sales grew from $1% billion 
to $1% billion. 

Mr. Wampler, a leading spokesman 
for the industry, points out that the 
most significant areas of growth last 
year were in year-round air condi- 
tioning of homes and in large central 
systems for multi-story office build- 
mes. 

The fastest growing segment of the 
industry—and that which is said to 
offer the great potential—is believed 
to be year-round air conditioning of 
homes. In total, the number of dwell- 
ings with such units may tally 2 mil- 
lion by 1958. The major proportion 
of such installations last year were in 
new homes. 

By 1963, one authority believes, 
year-round air conditioning will be a 
standard feature in nearly all new 
homes built in those sections of the 
country where weather is periodically 
uncomfortable. 

In addition, Mr. Wampler foresees 
that this year will see another major 
residential market begin to develop, 
the nation’s existing homes. The big- 
gest expansion in this classification is 
seen in the more than 12 million sin- 
gle family homes presently using cen- 
tral warm air heat. Here, present 
furnace ducts can be utilized, for the 
most part, cutting down costs. 





The boom in air conditioning has created a new business po- 
tential for oil heat jobbers. As merchants of indoor comfort, jobbers 
throughout the U. S. are stretching their 5-month trade into a brisk 


12-month business. 

The oil heat jobber is finding 
the air conditioning line profit- 
ably complements his business 
because— 

e¢ His present fuel oil custom- 
ers form the core for residential 
heating sales, plus commercial 
conditioning of local stores, res- 
taurants and offices. 

e He has the know-how, ex- 
perience and facilities. Air con- 
ditioning is merely an extension 
of his present services. 

¢ He is accepted locally as be- 
ing responsible for the indoor 
comfort of homeowners. 

Therefore, the fuel oil jobber is the 
logical channel through which such 
units should be sold, serviced and 
installed. 

Although the boom of residential 
and small commercial air conditioning 
only got under way in the past several 
years, economists see it as economic- 
ally within the reach of enough people 
to warrant it as a mass market com- 
modity. 

In support of these findings, the 
American Institute of Management 
predicts that the non-air-conditioned 
home will be obsolete in most parts 
of the country within ten years. And 
year-round air conditioning will be 
standard equipment in practically all 
new homes: 

The Market—New homes have 


been built at a rate of one million a 
year for the last several years. More- 
over, 25 million homes in the U.S. to- 
day have central heating and more 
than half of these, about 13.5 million, 
are equipped with warm air heat. 
These homes can be considered pros- 
pects for year-round air conditioning. 
In addition, there are 11.5 million 
dwelling units equipped with steam or 
hot water heating. Such homes are 
prospective users of central water 
chilling “packages” or independent 
summer air conditioning systems. 

Why the Oil Dealer?—Both from 
the manufacturers’ viewpoint and that 
of the consumer, the heating oil jobber 
is considered the feasible sales and 
service outlet for residential and small 
commercial air conditioning. As a 
complementary activity to his heating 
oil and burner business, it tends to 
level out the business curve. This is 
felt to be especially true if selling to 
existing home prospects. 

By taking on air conditioning, the 
heating oil dealer is merely extending 
the use of many of his present facili- 
ties and services. It is largely a mat- 
ter of acquiring additional specific in- 
formation rather than fundamental 
knowledge. 

He has the experience, the know- 
how and the basic facilities. The rea- 
soning is: if he can install or is familiar 
with warm air winter air conditioning, 





MANY BUSINESSES ARE GOOD PROSPECTS FOR AIR CONDITIONING 


A DRESS SHOP sports a 2-ton installation by Rutledge. John 
Staub, sales engineer, demonstrates adjustment of unit 


26 


FOOT DOCTOR’S WORKSHOP and offices are equipped with 
5-ton unit and a duct system which conditions the suite 
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in Winter and 


or forced warm air heating systems, he 
can install year-round air condition- 
ers. The same principles of air dis- 
tribution are followed and the same 
ducts are used. He has to know how 
to size the cooling equipment to han- 
dle “heat gains,” just as he must know 
how to measure “heat losses” and to 
know what size furnaces to install. 

From the viewpoint of consumer 
acceptance, by reason and by tradition 
the heating oil marketer is looked to 
as the logical local sales and service 
representative for air conditioning. 
With an established business in home 
heating, he is immediately associated 
with indoor comfort. His business 
through the years has been with home 
owners and builders who now desire 
a single responsibility for their year- 
round indoor comfort system. 

The best entree for the heating oil 
dealer is seen through his present fuel 
oil customers. And he'll be all the 
more acceptable if the consumer has 
been satisfied with fuel delivery and 
burner service. 

More Dealers—The National Warm 
Air Heating and Air Conditioning 
Assn. informs NPN that more and 
more warm air heating dealers are 
getting into year-round air condition- 
ing, just as more and more furnace 
manufacturers are producing year- 
round air conditioning equipment for 
warm air furnaces. 

The suggestion is offered by the 
association that the oil dealer keep in 
mind that a well-trained and prompt- 
acting service department is very im- 
portant to a successful year-round air 
conditioning business. Many heating 
dealers who have gone into air con- 
ditioning find that it is wiser for them 
to turn service contracts Over to ex- 
perienced air-conditioning refrigera- 
tion service companies in their neigh- 
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borhoods to handle service calls. This 
practice is said to have saved many 
headaches, particularly if the heating 
dealer is not staffed with personnel 
who are up on air conditioning 
servicing. 

What's in It for Them?—In an eval- 
uation of the residential cooling mar- 
ket, T. H. Smoot, sales manager of 
Primor Products Inc., explored the 
sales opportunities with heating oil 
dealers at the National Indoor Com- 
fort Exposition at Philadelphia. Price, 
he points out, is necessarily affected 
by local conditions, the type of equip- 
ment used, the volume of installations 
made, the quality of the installation 
and the experience and skills of the 
installer. He suggests that a heating 
dealer’s initial efforts in residential 
cooling should not anticipate lowest 
costs and estimates should include an 
experience factor. 

In the near future, he believes, the 
public concept of modern residential 


cooling will. be the central system— 
just as today its concept of modern 
heating is the central heating system. 

To substantiate his statement he 
points to: (1) the large and ever- 
increasing number of companies now 
marketing central cooling systems (2) 
the first-rate equipment now available 
at moderate cost (3) the accumulating 
proof that costs of operation are mod- 
erate (4) the acceptance by builders 
(5) endorsement by the medical pro- 
fession (6) and the extensive publicity 
being given residential air condition- 
ing. 

Sales Look Healthy—The central 
system, claims Smoot, is the fastest 
growing segment of the industry. The 
American Institute of Management 
supports his belief with the predictions 
that 120,000 residential central sys- 
tems will be sold this year. Some 
240,000 are forecast for 1955, 360,- 
000 for 1956, 700,000 for 1958. By 
1963, estimated annual sales of these 





transport for wholesale hauling. 


ready for it come what may. 


he says. 


glad he’s in on the ground floor. 





WHAT ONE JOBBER HAS DONE 
IN AIR CONDITIONING 


“You can’t live 12 months on a 5-month business.” 
This is the bread-and-butter philosophy of James F. Rutledge, that 


prompted him to look into the money-making prospects of air condi- 
tioning, as a supplement to his heating oil and burner business. 

Rutledge heads up the Rutledge Petroleum Products Co., with a 4 
million gal. retail volume. A Socony-Vacuum distributor, he has a fleet 
of eight fuel oil trucks in and around Stamford, Conn., and a 5,000-gal. 


Rutledge usually starts his sales solicitation for air conditioning in 
March, so he can plan for installations in June. The bulk of his business 
is small commercial installations. Stores, restaurants and beauty shops, 
he finds, are excellent prospects for air conditioning. And he numbers 
many dentists, doctors and other professional people among his customers. 

What with the considerable advertising of manufacturers, he finds 
room air conditioners, particularly the window type, in popular demand 
for residential cooling. Frankly, he doesn’t look too optimistically on 
the immediate prospects for residential central systems. However, he 
recognizes that home air conditioning is still in its infancy. And he’s 


The beauty of handling air conditioning, says Mr. Rutledge, is the 
service angle. Compared to burners, there are fewer service problems. 
Much of the equipment he sells and services has sealed units. Often 
it’s just a matter of replacing a unit, such as a compressor, and sending 
it back to the factory. The manufacturer replaces it. A good burner 
serviceman could easily handle the electrical servicing of air conditioners, 


He has found the manufacturers co-operative in training his personnel 
in air conditioning sales and servicing. This is particularly important, 
he finds, in instruction on taking surveys, estimates for cooling loads, 
heat gains, types of units to be installed and proper installations. 

Rutledge is highly optimistic about the prospects of air conditioning, 
particularly as it relates to the heating oil marketer. For himself, he’s 








systems should level out between 1 
million and 1,250,000 units. 

By applying his estimate of $1,500 
per installation, Smoot establishes a 
market value of $180 million for all 
sizes of central systems this year. He 
considers that $1,500 would represent 
the average cost of a residential cen- 
tral system for both the new and ex- 

y isting home in connection with warm 
air furnace heating system and that 
the part of the cost of a year-round 
system on new construction that would 
be allocated against the cooling system 
would be less than $1,500. 

In evaluating the residential cooling 
business, Smoot maintains the indi- 
vidual room cooler must be given its 
proper importance. It has its place 
in the market for rental properties and 
residences not economically adapted 
for the central cooling system and for 
people who are not financially able to 
completely air condition their homes. 

Over 1 million window units were 
produced in 1953, three times that of 
1952. Of these, more than 800,000 
were sold at retail, at an average price 
of $390. It is estimated that more 
than 500,000 of these were for resi- 
dential use. Reduced to dollars and 
cents, the 1953 window unit residen- 
tial market had a retail value of ap- 
proximately $200 million. 

Water chiller systems, says Mr. 
Smoot, will be aggressively sold this 
year for use in connection with hot 
water heating systems using forced air 
convectors. Cost data, however, are 
not yet available from which a repre- 
sentative price can be estimated. 


WHAT IS AIR CONDITIONING? 


As engineers see it, fundamentally 
air conditioning is the control of the 
atmosphere. And equipment designed 
for this purpose both cools the air and 
heats it. Importantly, too, it cleanses 
the air by filters, circulates it, main- 
tains a proper humidity and distributes 
the conditioned air to all areas, in pro- 
portion to the demand of any given 
area. 

In real air conditioning dehumidi- 
fying is just as important as cooling. 
It is the moisture in the air which in- 
creases body discomfort from heat. 
The body adjusts itself to heat through 
evaporation from the surface of the 
skin. But this cannot be done if there 
is excessive moisture in the air. 

Refrigerated air conditioning is 
based on two principles of physics: (1) 
in evaporation, when a liquid changes 
to a gas it absorbs heat; (2) in con- 
densation, when a gas changes to a 
liquid it gives off heat. Heat is a form 
of energy. And, as such, it cannot be 
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INTERNATIONAL LUBRICANT PICTURES OF THE MONTH 


FLEET OWNERS DEMAND INLUCITE 21 because it slashes maintenance costs, eliminates greasing errors, and stays 


put, an effective “watch dog” for parts subjected to heavy loads and over-time driving. 
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FEWER LOST HOURS FOR FARMERS who use INLUCITE 


21, say field reports everywhere. One grease, superior to every 
specialized grease it replaces, is more important than ever when 
hands are short. 


INLUCITE 21 not only meets ordinary heavy duty specifications; 
it passes the most exacting OF ALL HEAVY DUTY SPECIFICATIONS: 
the U. S. Army Wheel Bearing Test, (with as much as 20% water 
added to the greases), High Temperature Roll Test, and Oscillating 
Friction Machine Test. 
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GROSS PROFITS UP 85% and total grease 
jobs jump 39% by switching to INLUCITE 21, reports 
one major oil company. One grease—one gun—and 
a better job . . . do you know a sounder way to 
streamline service station operations? 





For details write 


INTERNATIONAL 
LUBRICANT 
CORPORATION 


New Orleans, Louisiana 
Manufacturers of Quality Lubricants 

AVIATION 

INDUSTRIAL 

AUTOMOTIVE 

@ MARINE 
With Research Comes Quolity, 
With Quality Comes Leadership 














Who gets the money 
Standard takes in? 








Goods and services — Crude oil was a big item. Wear and tear, depreci- New construction, such as 
cost us $324,743,000. This Tosupplementourownlarge ation and maintenance improved refinery facilities, 
was spent with thousands production we bought $135,- amounted to $157,834,000. tosupply you with more and 
of firms, large and small 600,000 worth from crude Millions went to workmen better products, added up to 


in hundreds of cities. oil producers. 


and material firms. $145,000,000. 


Exploration to replace oil Employees’ wages for Taxes paid by Standard 112,000 shareholders’ 
our customers use is costly. time worked took $163,- to U.S., states, counties, profits came from what was 
Our stepped-up search to 947,000 of our income. An- cities came to $106,300,000 left—$86,020,000 or about 
find new oil reserves costus other $43,000,000 went —enough to buy plenty of 5'¢ for each dollar’s worth 


$79,000,000 in 1953. for employee benefits. 


schools, bridges, etc. of Company stock. 


Your picture belongs here, too. Because most of the 
$1,156,757,000 Standard Oil Company of California took in 
last year ended up with you—the public. Whether one of the 
hundreds of millions of dollars worth of checks Standard 
wrote last year was sent to you, or spent with you, or helped 
make possible better gasoline and oil for your car, you and 
practically everyone else in the West benefited. Thousands 
of merchants and professional people in hundreds of towns 
profited from the pay checks Standard Oilers spent. Our tax 
payments helped finance schools for your children, parks for 
vacationers, and bridges for motorists. Carpenters, steelmen, 
lumberjacks benefited from the facilities we built and the 
maintenance work we did. It all fits together: 1953 was a good 
year for Standard because so many of you thought our prod- 
ucts well made and worth buying. And by making it a good 
year for us, you made it a good year for many others. 


STANDARD OIL COMPANY 
OF CALIFORNIA 


VEN yea 2 of planning ahead lo serve you leller 
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destroyed. But it can be moved from 
one place to another. Since cold is the 
relative absence of heat, by removing 
heat from a closed space the space 
grows colder. The air conditioner 
cools by removing heat from a closed 
space. 

With an ordinary room air condi- 
tioner, a fan picks up the air, filters 
it, passes it over the cooling coil and 
sends it into the room. Another fan 
blows in the opposite direction, out 
the window, over the condensing coil. 
At the same time, it evaporates and 
expels in the form of a vapor the 
moisture which condensed on the cool- 
ing coil and ran off in the dehumidi- 
fying process. Evaporation of this 
moisture in turn helps cool the con- 
densing coil. 

In air conditioning, the familiar Btu 
is too small for practical use in heat 
measurement. So a larger unit, called 
the standard commercial ton of re- 
frigeration, has been adopted. It is 
defined as “the number of Btu re- 
quired to freeze one ton of water at 
32 F. into ice at 32 F. in 24 hours.” 

Types of Equipment—Air condi- 
tioning equipment being manufactured 
today and on the drawing boards is 
adaptable to any environment. It is 
manufactured in combination from 
where all mechanical elements of air 
conditioning, including both heating 
and cooling, are housed in one “pack- 
age.” Or the heating and cooling units 
are contained in individual cabinets. 
For the heating oil jobber it is possi- 
ble to selling a cooling unit to a con- 





New Summer Profit 


At the first sign of the ground- 
hog the heating oil jobber is 
forewarned of the traditional 
period of inactivity, with trucks 
standing idle and personnel laid 
off. 

Closely aware of this vital 
problem, NPN _ has_ sought 
stories on supplemental summer 
income for oil heat dealers. 
This article on the sales oppor- 
tunities of air conditioning is 
the second story on such sum- 
mertime activities. 

In the June 2 issue, NPN re- 
ported the successful service of 
a St. Louis oil heat jobber who 
supplies his customers with 
liquid fertilizer for lawns and 
gardens. He uses his fleet of 
fuel oil trucks for the purpose. 











sumer, for instance, who bought a 
warm air furnace last year or 10 years 
ago. The cooler can be cross-con- 
nected into the system with little or 
no additional ducting cost. 

While the Manufacturing trend shows 
gas to be the more common fuel used 
for the new year-round heating and 
cooling units which have recently 
come on the market, many of these 
are designed for fuel oil. 

Two Classes—For residential and 
small commercial purposes air-condi- 
tioning equipment is largely divided 
into two basic unitary types. These 
usually have certain defined charac- 
teristics: 

1. Room Conditioners 

e In capacities of less than 1% 

tons. 

For installation in the condi- 
tioned area (in windows, in front 
of windows or through outside 
walls). 

Deliver conditioned air directly 
to conditioned areas (no ducts). 
Contain one or more condensing 
units and means for ventilation, 
air circulation and cleaning, 
cooling and dehumidification. 
With exception have air-cooled 
condensers (require no piping). 
May contain electric heaters for 
winter use. 

e Available in window or console 

types. 
2. Self-Contained Conditioners 

e In capacities of 112, 2, 3, 5, 7% 

tons (some larger) for installa- 
tion in or outside of the condi- 
tioned area. 

Can be used for free delivery of 
air or with distribution ducts. 
Contain one or more condensing 
units or refrigeration units and 
means for ventilation, air circu- 
lation and cleaning, cooling, de- 
humidification and temperature 
control. 

Have water-cooled condensers 
(some of the 2 and 3 ton units 
are air-cooled). 

May have provisions for heating 
and humidifying or may be 
adapted to use in conjunction 
with warm air furnaces. 

The classifications outlined here are 
not absolutely rigid. There is some 
overlap of characteristics of the two 
types. 

Up to this year, at least 85% of the 
central residential systems are reported 
to have employed water-cooled con- 
densers. A trend is seen, however, to 
the air-cooled condensers. This year 
will see an increasing percentage of 
them installed. In estimating a job, 
cooling engineers point out, a bal- 
ance must be sought as to the cost of 
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waste water with the rate at which 
the more costly tower or evaporative 
condenser or air-cooled condenser in- 
stallation will be amortized. 

Many Manufacturers—As to the 
brand of air conditioning equipment 
to market in conjunction with his heat- 
ing oil and burners, the heating oil 
jobber has a wide range of equipment 
with comparable merits from which to 
make a choice. Only three companies 
were listed in 1922 as being primarily 
concerned with air conditioning. To- 
day there are some 75 additional com- 
panies involved in one or more phases 
of the air conditioning business. 

Among some of the large manufac- 
turers are: Carrier Corp., Chrysler 
Corp., General Motors Corp., General 
Electric Co., International Harvester 
Co., Motorola Inc., Philco Corp., Ra- 
dio Corp. of America, Trane Co., 
Westinghouse Electric Co. Other sub- 
stantial manufacturers of air condi- 
tioning equipment include: Fedders- 
Quigan, Mitchell, Sutton and Servel. 

(For more specific information con- 
cerning air conditioning and the types 
of equipment available, write: Na- 
tional Warm Air Heating and Air 
Conditioning Assn., 145 Public 
Square, Cleveland 14, Ohio, C. B. 
Phillips, president, or the Air Condi- 
tioning and Refrigerating Institute, 
1346 Connecticut Avenue, N.W., 
Washington 6, D. C.). 


Use of LP-Gas Grows 
As Fuel for Buses 


More LP-gas-powered buses are 
now being used in the U.S. than ever 
before, according to a survey made by 
the Market Research Committee of 
Liquefied Petroleum Gas Assn. 

A total of 1,663 LP-gas buses were 
operating in the U.S. at the end of 
1953—an increase of 16% from 1952. 
And the survey found 411 additions to 
this fleet contemplated for 1954. 

The biggest user of LP-gas buses, 
with 675, was the Chicago Transit 
Authority. It has ordered 276 more for 
1954. 

Sixteen out of 20 bus operators 
found the average 3.75 miles per gal. 
of LP-gas was as good or better mile- 
age than with gasoline operation. Four 
found it poorer, but benefited from 
LP-gas’ lower average cost per gal. 
(6.6¢). 

Maintenance costs were found to be 
lower than with gasoline or Diesel 
operations said 14 operators. No op- 
erators found maintenance costs 
higher. 





+ 
Vavideon gives you hidden Q 


for lifetime performance!! 





In quality porcelain enamel—it’s the little things 
— the hidden items you cannot see —that count! 
For example—in the erection of porcelain 
enamel, it’s the panel clips . . . the screws . . . and 
the fastening devices which are not exposed — that 
actually determine the life of your job. 
e When you purchase Davidson porcelain enamel 
— you purchase not only visible excellence — but 
2 (ll unseen quality — because Davidson uses only 
ore highest grade stainless steel and brass in the unseen 


eee the ideal parts ... parts that are rust and corrosion proof— 
Service Station that give trouble-free service, year after year. Be- 
. fore you buy—remember to check the items behind 

r covering --- 4 the panel—Davidson gives you the finest! 
lightweight material Complete information on Davidson porcelain 
a beauty of glass enamel and the Davidson dealer organization is 


available . . . it’s yours for the asking. Write for 


... Strength of steel! it today. 


e 
Vavideow ENAMEL PRODUCTS, INC. 


1103 EAST KIBBY STREET, LIMA, OHIO 
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*® Registers in the office automatically lock the shut-off valves on the rack 
so no product can be withdrawn until authorized. 


How to load trucks 
faster with | + 
closer control: § —' 


* Efficient drive-through layout together with Red Seal remote metering 
cut loading time tremendously in this fuel oil bulk plant. 


RED SEAL REMOTE = - 
CONTROL METERING 


You can do what these efficient new bulk plants are doing 
. « « get trucks rolling minutes faster . . . with all control 
firmly under the thumb of one man. Each of the Red Seal 
Remote Control registers in the office is accurately synchro- 
nized with a rack meter outside. Your dispatcher handles 
many trucks with ease . . . no running back and forth . . . no 
waiting. Automatic interlock prevents withdrawal of product 
until authorized by inserting a ticket and clearing the 
proper register. Tickets are meter-printed right in the office, 
eliminating inaccuracies and speeding accounting. And you 
get the dependable accuracy of Red Seal meters . . . accu- 
racy sustained for millions of gallons with lowest main- 
tenance costs. Loading speeds up to 650 gpm. Ask our 
nearest branch office for details. 





NEPTUNE METER COMPANY 


50 WEST SOTH STREET. NEW YORK 20, N. Y. 


*® No waiting . . . dispatcher gives “go-ahead” as truck rolls to stop. 
Meter-printed tickets save checking-out time, too. 
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1S A REGISTERED TRADE-MARK. 


puts customers 


right where 
you want them 


A bright red cooler for Coca-Cola does two 
things to help you make more money. It 
brings customers into your station, and it 
gets them out of their cars. 


A survey of 15,579 customers shows that, 
next to gasoline, Coca-Cola is the most pop- 
ular item the service station carries. And 
82 per cent of the motorists who buy Coke 
get out of their cars to get it. 


So, put your cooler out front where people 
can see it, and it will put customers— and 
profits—right where you want them. 
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Let me show you how to take 
full advantage of your cooler 
as a traffic and sales builder. 


Yur Qoor,- la Laleiman 
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Trade Talks May Ease 
Oil Embargo on Reds 


Washington officials fear cur- 
rent international trade talks in 
Paris may result in exports of 
vital oil refining equipment to 
Iron Curtain countries. 

Under heavy public pressure, the 
governments of western nations are 
re-examining the entire list of items 
restricted from trade with Russia and 
its satellites. It is believed that the em- 
bargo will be weakened in spite of 
U. S. resistance. 

Oil is involved in three ways: 

1. Export of processing and refining 
equipment to Russia. 

2. Export of certain petroleum 
products to Russia. 

3. Increased purchase of oil from 
Russia. 

There are two so-called embargo 
lists involved—(a) items restricted 
from Russian trade by agreement 
among the western nations enforced 
by the Battle Act, (b) the U. S. ex- 
port list. 

Oil and refining equipment, presum- 
ably restricted by both embargoes, are 
expected to remain on the U. S. list. 
But no one in Washington is willing to 
predict how the other list will be 
slashed. 

Western nations that decide to trade 
certain materials with Russia in spite 
of U. S. opposition, can be relieved 
of U. S. aid under the Battle Act. But 
President Eisenhower can ignore the 
requirements of the act, if he feels 
changes in the embargo are in the 
national interest. 

Officials are principally concerned 
over a possible build-up of Russian 
productive capacity (war potential) 
through the export of vital refining 
and processing equipment. 

Increasing purchases of Soviet oil 
are also regarded as aiding the build- 
up of Russia’s “exportable-surplus,” 
which in turn builds up the productive 
capacity Russia would have available 
for war. 

Some western officials argue that 
purchases of Soviet oil “drains” stra- 
tegic materials from Russia. But this 
view ignores the consequent build-up 
of Russian productive capacity, and 
the fact that Russia can cut off the ex- 
ports whenever it would be most ad- 
vantageous to the East. 

Export of oil products to Russia 
does not arouse serious concern, as 
they are probably consumed in a 
fairly short time. Any substantial 
stockpiling of imported oil is consid- 
ered impractical. 
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How much stock? 


What type merchandising ? 


When—for best results? 


To these and other questions, Thermoid 
has the answers that help you make 
maximum sales and profit on Fan Belts 
and Radiator Hose. 


It's good business to do 
business with Thermoid. 
Let us show you why. 


hermol 


A principal supplier to the autometive 
market for over 50 years. 


Thermoid Co., Special Sales Division, 
Trenton, New Jersey 
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BUREAU OF MINES DATA (INCL. JET FUELS) 


1949 1950 1951 1952 


1953 1954 1949 1950 


BUREAU OF MINES DATA (INCL. JET FUELS) 


1951 1953 | 1954 


WILL REFINERY YIELDS this summer be lower for gasoline and higher for distillates to meet fall’s market needs? 


Summer Refinery Yield Key to Stock Balance 


if stocks of gasoline and distillates are to be brought into balance 
with market demand this fall, adjustment of the refinery yield pattern 
is needed this summer to reduce gasoline output and increase distil- 


late yields. 

This is the consensus of econ- 
omists for 14 oil companies, for 
the balance of 1954. 

At the same time, they stress 
that refiners must show restraint 
in the volume of crude processed 
during the coming season of 
high motor fuel demand. If not, 
they are likely to overshoot the 
mark on distillate stocks. 

The cutback in crude runs is felt to 
be needed because of the backlog of 
refining capacity and available crude 
oil production. This can be called into 
service promptly to increase plant out- 
put, if a cold winter should deplete 
stocks more than they would normally 
be reduced. 

Stocks to Hit Records—In the com- 
ing late fall period, the economists see 
inventories of distillates and gasoline 
headed for new highs. This will be due 
to the continuing high yields of these 
products from crude runs to stills. 

In November last year these inven- 
tories in the U.S. were at a level that 
brought unsettled markets for heating 
oil early in the winter, and for gaso- 
line for most of the year. 

Distillate Outlook—The estimates of 
the 14 oil company economists for 
inventories of middle distillates in U.S. 
refineries by October 31 average out 
to around 175 million bbl. (All data 
used are exclusive of jet fuel com- 
ponents.) On this approximate date in 
1953, these stocks totaled 172 million 
bbl. 

It is projected that over 500,000 
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additional oil burners will be installed 
this year for home and building heat- 
ing, despite the competition from 
natural gas. One authority believes 
that 180 million bbl. of heating oils 
in storage by Oct. 31 would be desir- 
able in case of a colder-than-normal 
winter. 

Gasoline Buildup Seen—Almost to 
a man, the economists believe that 
current high yields of gasoline, if con- 
tinued, will hold up plant output of 
that product throughout the summer, 
even though crude runs are down. The 
resulting lesser pull on inventories in 
the coming months, unless yields are 
adjusted, will leave refiners’ stocks of 
gasoline by November several million 
barrels higher than the year before. 
Then, the high stock level was disturb- 
ing to some refiners. 

U.S. gasoline stocks this mid-April 
were close to 179 million bbl., nearly 
22 million bbl. greater than on April 
18, 1953. At their low point in the 
fall of 1953, U.S. gasoline stocks were 
around 140 million bbl. To bring 
present stocks to this level by the com- 
ing October would mean a reduction 
of about 39 million bbl., an average 
reduction of around 1,500,000 bbl. for 
the next 25 weeks. This is considered 
impossible to achieve. The majority of 
the estimates of U.S. gasoline inven- 
tories at the low point this fall came 
between 145-150 million bbl. 

“For over a year refiners have shown 
a persistent tendency to overproduce 
gasoline,” stated one authority. “A re- 
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adjustment this summer of refinery 
yields, to cut gasoline output in favor 
of higher yields of heating oils and 
other products, is needed to adjust 
supplies more closely to market needs.” 

Economists Comment—tThe follow- 
ing are excerpts from the comments 
of the oil company economists inter- 
viewed. Since these are personal 
views, neither the individual nor his 
company are identified. 

1—Indicated crude runs for the 
first 6 months of 1954 are just about 
at the 1953 average of slightly under 
7,000,000 bbis. daily, and quite a 
bit under the earlier forecasts of 
crude runs. Do you think refiners 
will also show restraint in their op- 
erations for the last half of the year? 


“. . . Runs to stills for the first half 
of 1954, we estimate, will average just 
under 7,000,000 b/d, but in the third 
and fourth quarters respectively, we 
anticipate they'll go over 7,200,000 
and 7,300,000 b/d.” 

“. . . During the last half of °53, 
runs to stills were approximately 
7,020,000 b/d per calendar day, due 
to a cutting back in operations the last 
three months. The average for crude 
processed was just a little higher than 
the first 6 months of that year. Un- 
settled gasoline markets may have 
some restraining influence the last half 
of 1954 but we believe runs for this 
period will be relatively higher than 


' for the same period in 1953.” 


“.. Runs of not over 6,850,000 
b/d avg. in the second quarter, with a 
gasoline yield of approximately 44.5% 
would probably result in gasoline in- 
ventories by July 1 of about 11,000,- 
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NORMA-HOFFMAN OXIDATION TEST 


No Catalyst 


HOURS IN BOMB 
(To Indicated 
Pressure Drop.) 


PRESSURE DROP 
p.s.i. 


LITHIUM BASE GREASE 


Brass Disc 


a 


0.1% “Ortholeum™ 300 


0.5% "Ortholeum™ 300 


No Additive 


-~ 
0.1% Phenyl-cipha- 
naphthylamine 
0.5% Phenyl-alpha- 
naphthylamine 


This chart shows Norma-Hoffman oxidation test results with Du Pont 
“Ortholeum" 300 and Phenyl-alpha-naphthylamine in a Lithium based grease. 


Mutti-nurpose greases with DuPont ANTIOXIDANTS 


can broaden YOUR market 


With the swing to multi-purpose greases 
gaining momentum every day, increasing 
the stability of your greases becomes a 
more pressing problem. And the problem 
is intensified as operating temperatures 
and speeds are pushed higher and higher. 

Customers want multi-purpose greases 
because they cut inventories, eliminate 
misapplication, save lubrication time, re- 
quire only one gun for most jobs, and give 
superior lubrication. 

These customer advantages offer you a 
tremendous opportunity to broaden your 
present grease market. You can realize 
significant money savings, too, by making 
and marketing fewer types of grease. 

But for your grease to rate as a multi- 
purpose grease, it must be stabilized with 
a high quality antioxidant. To help you 


increase grease stability as economically 
and efficiently as possible, Du Pont offers 
two antioxidants. 

“Ortholeum” 300 Grease Stabilizer is 
highly effective as a metal deactivator, as 
well as an antioxidant. This quality is 
especially important in the heavy-duty in- 
dustrial greases which come in contact 
with bearings containing brass. 

Du Pont “Ortholeum” 300 also pro- 
vides resistance to color deterioration, 
even under long exposure to light ... an 
added sales feature for your grease. 
Phenyl-alpha-naphthylamine gives excel- 
lent results in most non-catalyzed systems 
where the superior color stability of 
“Ortholeum” 300 is not essential. Where 
operating conditions are not too severe 
and competitive pricing is important, this 


Du Pont antioxidant can be used to in- 
crease stability at a relatively low cost. 

Both of these Du Pont antioxidants also 
provide a low cost way to make your 
greases more valuable and attractive to 
the customer ... and insure customer sat- 
isfaction and repeat business, too. So it 
will pay to try them out in your stocks. 
Write us today for free samples and more 
information. 


AE6.u, 5, Pat ore 
Better Things for Better Living 
+ «+» through Chemistry 


Petroleum Chemicals 








NEW YORK, N. Y¥.—1270 Ave. of the Americas Phone COlumbus 5-3620 
CHICAGO, ILL.—8 So. Michigan Bivd. Phone RAndolph 6-8630 
TULSA, OKLA.—1811 So. Baltimore Avenue Phone Tulsa 5-5578 
HOUSTON, TEXAS—705 Bank of Commerce Bidg. . .Phone PReston 2857 
LOS ANGELES, CALIF.—612 So. Flower St Phone MAdison 5-1691 


IN CANADA: Canadian Industries Limited—Toronto, Ont.—Montreal, Que.—Calgary, Alta 
OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 6539—Wilmington 98, De! 


Regional 
Offices: 


E. |. DU PONT DE NEMOURS & COMPANY (INC.) 


Petroleum Chemicals Division * Wilmington 98, Delaware 
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Appreciation 


THE individuals who make up the CHEK-CHART organization 
take this means of acknowledging 4 debt of gratitude. 


Most of us bave served CHEK-CHART for 4 long time; all of us 
have a personal interest in CHEK-CHART’S accuracy and authority. 


But we realize that the combined result of our efforts would be 
inadequate %0 such an undertaking unless supplemented by the 
support and cooperation of the automotive and oil industries. 


To those automotive engineers who have taken so many hours from 
busy days 0 assist in incorporating into CHEK-CHART the highest 
possible measure of accuracy; to the lubrication and equipment 
engineers who bave been similarly generous with their time and 
experience; #0 the large oil companies who bave expressed their confi- 
dence in CHEK-CHART in terms of orders for special editions; and 
to the 100,000* service stations who have been so quick to adopt 
CHEK-CHART 4s oné means of fulfilling their obligation to the 
motorist — we extend a sincere expression of appreciation! 


*Today CHEK-CHART services are 
used in more than 200,000 


progressive stations. NOW / N OUR 


O VEAP 


we use i 
oP owe = sentiments to say 
your lo 
_ ay Because of Phos age na : 
m8 our quarter century of. 
ice has been a 
25-year record of 
progress.” 


THE CHE 
. com g VAhtanH 7 A DO ‘ 
CONGRESS PARKWAY «+ CHICAGO S, ILL 
; INOIS 
CheleChart 


— 
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000 bbls. above a year ago. Even this 
level would be more than ample under 
normal conditions.” 

“...A level of 6,900,000 b/d avg. 
will be adequate for the second quarter 
of 1954— in line with the fact that this 
quarter represents a seasonal low in 
demand.” 

“. . . Our estimate is that refinery 
runs for the first 6 months will average 
about 6,935,000 bbls. daily.” 

“, . . We believe that runs the first 
6 months will average nearer 7,000,- 
000 b/d avg. than 7,100,000 b/d, as 
was earlier estimated. Low prices for 
products should result in refiners hold- 
ing down their runs and emphasizing 
product quality improvement and cost 
reduction measures for the remainder 
of the year, in place of increased plant 
output.” 





2—With catalytic cracking ca- 
pacity in the U. S. reaching close to 
3,000,000 b/d by the end of the 
year, we believe it is going to be 
difficult to bring down gasoline 
yields, even with a narrowing differ- 
ential between gasoline and distillate 
prices. What is your thinking on this 
point? 


“.. . The tendency is for far too 
high a yield of gasoline compared to 
distillate. However, we feel that the 
narrowing differential between gasoline 
and distillate prices will help to bring 
about a better balanced output during 
the latter part of 1954. After excluding 
production of jet fuel, we estimate 
gasoline yield for the year at 43.6%.” 

“... In our view, gasoline yields will 
hold consistently above 45% in the 
second, third and fourth quarters of 
this year (including jet fuel compo- 
nents). According to our calculations, 
gasoline yield was 44.8% for the first 
quarter.” 

“.. . In our opinion gasoline yields 
for 1954 will average around 44%. It 
is true that catalytic cracking capacity 
is increasing and that this should tend 
to increase gasoline yields under nor- 
mal conditions. However, we think 
that at least for this year economics 
may be more governing than type of 
equipment. 

“We believe the paramount goal of 
the industry should be to tailor its 
yields to a better fit of demands for 
gasoline and middle distillates, to avoid 
imbalance in the inventories of these 
products. A narrowing price spread 
may Offer some inducement to this end. 
The increased catalytic cracking ca- 
pacity affords the industry a means to 

















VIUM 


cuts grid corrosion... 


puts extra months and miles 
in Exide ULTRA START Batteries! 


Exiwe’s corrosion-fighting grid alloy, Sitvium, puts an 
entirely new slant on how long a battery can really last! 
Srivium shackles the most destructive enemy of batteries— 
grid corrosion caused by overcharging. With Sitvium, an 
Exide patent, the life of Utrra Start® Batteries is multiplied. 
Actual operating records show 90,000 . . . 100,000 . . . even 
170,000 miles without a recharge! 


No matter what batteries you now handle, give your dealers 
the profit opportunity of selling Exide ULrra Start to their 
customers who want longer, power-packed performance at 
the lowest battery cost per mile. Every UtTra Start sale is a 
high profit sale. And remember, the Exide Guarantee is backed 
by 66 years of business integrity. Get the full details now. 


improve quality, which takes on added Exide AUTOMOTIVE DIVISION 
significance in this year of increased THE ELECTRIC STORAGE BATTERY COMPANY 
competition.” Philadelphia 2, Pa. 
BATTERIES 


“. . . In the past gasoline yields, 





Exide Batteries of Canada, Limited, Toronto 
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. . « THE MOST IMPORTANT FEATURE 





aml OR 





TRA 


The H. H. Mutz Oil Company, gasoline and oil jobber in Maryville, Missouri, World's 
operates one Trailer—a 6100-gallon Fruehauf Gasoline Transport. This unit 
travels 100,000 miles annually, delivering around 2,500,000 gallons of gasoline “ENG 
and fuel oil from a Fairfax, Kansas, refinery to stations in and near Maryville. 


Skirted Gasoline Tank-Trailers Gasoline Transports Milk Tanks 





>ROTECTION 


OF YOUR FRUEHAUF TANK-TRAILER! 


There’s A Lesson For Operators Large And Small 
In The Story Of This One-Trailer Owner! 


“DOWN TIME is disastrous to the owner of a single 
Tank-Trailer,” notes Austin K. Mutz, Manager of the 
H. H. Mutz Oil Company. 


“To protect ourselves, we’ve chosen a Fruchauf 
Gasoline Transport for our job. We needed a Trailer 
that would provide us with maximum dependability, 
or staying power — and one backed up by constantly- 
available service, should the need arise. That could 
mean no other than a Fruchauf. 


“We had two other reasons for choosing a Fruchauf 
— one being its fine appearance. But a more important 
reason is the smoothness of the Gravity Tandem Under- 
construction—a definite protection against tank leaks 
— and the ironclad GT guarantee — definite protec- 
tion for our pocketbook.” 


Fruehauf’s Complete Line of Liquid Transports 
Includes All These and Many Others! 


r 


LER COMPANY 


urgest Builder of Truck-Trailers 
etroit 32, Michigan 
JEERED TRANSPORTATION’ 


Asphalt Trailers Acid Transports 





Propane Transports Twin-Cylinder Casinghead Transports 
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which have been running over 45% 
of the crude oil processed have in- 
cluded that portion of gasoline which 
has been turned into jet fuel produc- 
tian. This may be as high as 1% of 
crude runs. Production ef the compo- 
nent parts of jet fuel is not now in- 
cluded in the usual categories. There- 
fore we may see a decline in the re- 
ported yield of gasoline which in 
reality is only a paper calculation. 
After allowing for this change in re- 
porting, it would be our guess that 
gasoline yields may run about 43%. 


3—We estimate that refinery gaso- 
line stocks might dip to around 
150,000,000 bbis. at their low point 
this fall. What is your idea of what 
the low figure might be? 


“ 





. . . We consider that gasoline 
stocks this fall should approximate 
about 130,000,000 bbls. Unless this 
level is reached, it is quite likely that 
excessive stocks will become apparent 
this winter.” 

“.. . We estimate that the low figure 
on refinery gasoline stocks this fall 
will be about 155,000,000 bbls.” 

“... Primary gasoline stocks for the 
U. S., we expect, will drop below 145,- 
000,000 bbls. by the end of the third 
quarter.” 

“. . . We think the low of gasoline 
stocks this year may be closer to 145,- 
000,000 bbls. than your forecast of 
150,000,000 bbls.” 

“.. . Our estimates of adequate in- 
ventories on Oct. 31 are 125-135,000,- 
000 bbls. Stocks can be brought down 
to this range if refinery runs take into 
account that a greater part of the de- 
mand can be met by stock withdrawals 
than normally.” 


4—We estimate that distillate and 
kerosine stocks combined by Oct. 31 
may be 3-5,000,000 bbls. higher 
than last year, when they were near- 
ly 172,000,000 bbls. Do you think 
this figure will be in line with the 
coming winter demand? 


“. .. It seems logical to expect some- 
what lower yields of kerosine and dis- 
tillate this summer than prevailed in 
the first quarter, if refiners run to max- 
imum gasoline output. If so, these 
stocks might reach 165,000,000 bbls. 
by Oct. 31.” 

“. .. Our estimate is that heating oil 
stocks will reach 175,000,000 bbls. by 
the end of October. In our view, there 
would have been a shortage of middle 
distillates last winter had the weather 
been normal. It now looks as though 
the relative attractiveness of producing 
middle distillates versus gasoline will 
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not be as much in favor of gasoline as 
has been characteristic of the past few 
months. Should this be the case, dis- 
— stocks may be higher than last 
all. 

Part of the problem of adequacy last 
winter was obscured by the low level 
of these distillate stocks in the hands 


of secondary distributors.” 
“... Inventories of heating oils have 
excessive in the past because 
of successive warmer-than-normal win- 
ters. For a normal winter a higher in- 
ventory, say 180,000,000 bbls., would 
be more desirable to meet the peak 

demand for burning oils.” 





Estimate of Oil Demand Drops 8% 


Bureau of Mines has scalled 
down its first estimate of the oil 
demand increase in 1954, 

The new estimate pegs the total 
demand increase at 2.1%, rather 
than the 2.9% given in the first 
Bureau estimate six months ago. 

Estimate of the domestic demand in- 
crease has been shaved from 4%, to 
3.3%. The earlier figure on domestic 
demand agrees with an NPN spot sur- 
vey conducted late last month (see 
NPN May 26, p. 16). 

Here is the bureau’s revised forecast: 

—Total demand will average 8,- 
203,000 b/d in 1954, compared with 


8,032,000 b/d in 1953. The original 
Bureau of Mines prediction was for 
an 8,340,000 b/d demand this year. 

—Domestic demand will average 7,- 
882,000 b/d, against 7,630,000 last 
year. 

—Domestic crude production will 
be 7,175,000 b/d in 1954, an increase 
over the 7,130,000 b/d produced in 
1953. 


—Imports will average 1,066,000 
b/d this year, a small increase over the 
1953 average of 1,050,000 b/d. 


—Exports will drop to 321,000 b/d 
from last year’s 402,000 b/d. 


U. S. SUPPLY AND DEMAND ALL OILS 
(millions of bbl.) 


1954 REVISED FORECAST 


Actual 
1953 
Year 


Actual 
First 
Quarter 
.. 2,602.4 636.1 

. .2,360.0 573.8 
242.4 62.3 


383.2 101.1 


236.6 56.8 
146.6 44.3 


2,985.6 737.2 


atta. 28 


+ 48 — 48 
+49.2 SS 


2,931.6 775.3 


1,244.3 284.9 

591.1 157.5 
Distillate. 521.4 186.8 
Kerosine «. S20 45.7 
Jet Fuel .. 34.9 10.0 
Other 418.2 90.4 


Ruperts ..... 146.7 29.8 
Crude . ; 19.9 3.3 
Refined 126.8 26.5 


Domestic Demand 2,784.9 745.5 


Gasoline . 1,206.3 277.6 
Residual . 564.9 150.9 
Distillate 489.1 181.9 
Kerosine 114.5 43.9 
Jet Fuel . 34.5 10.0 
Other . 375.6 81.2 


DAILY AVERAGES (thousands of bbl.) 

Total production . 7,130 7,068 
Imports . 1,050 1,123 
Change in stocks .. +148 —424 
Total demand . .. 8,032 8,615 
Exports ; . — 332 
Domestic demand . 7,630 8,283 
Runs to stills . 7,000 6,977 
Demand domestic crude 6,461 6,439 


Production .. 
Crude 
Other Oils . 
Imports 
Crude . 
Refined ... 
New Supply . 
Change Stocks 
Crude 
Products ... 
Total Demand 


Gasoline 
Residual 


Second Third 
Quarter Quarter 
647.7 665.2 670.0 
586.7 600.5 602.0 
61.0 64.7 68.0 


90.9 90.0 107.0 


58.7 60.5 63.0 
32.2 29.5 44.0 


738.6 755.2 777.0 3,008.0 


432.4 439.7 —20.0 +14.0 


wm — + 2.0 
4246 440.7 —20.0 +12.0 


706.2 715.5 797.0 2,994.0 


333.1 342.0 316.0 1,276.0 
133.5 125.0 153.0 569.0 
104.2 95.0 164.0 550.0 
19.3 19.0 43.0 127.0 
12.0 14.0 16.0 52.0 
104.1 120.5 105.0 420.0 


29.7 29.5 28.0 117.0 


2.7 3.0 3.0 12.0 
27.0 26.5 25.0 105.0 


676.5 686.0 769.0 2,877.0 
325.4 334.0 309.0 1,246.0 
127.1 120.0 148.0 546.0 
99.1 89.0 158.0 528.0 
17.6 17.5 42.0 121.0 
11.9 13.8 15.8 51.5 
95.4 111.7 96.2 384.5 


Fourth 
Quarter 


1954 
Year 


2,619.0 


2,363.0 
256.0 


389.0 


239.0 
150.0 


7,117 7,230 

999 978 
4.356 +431 —218 438 
7,760 1,771 8,663 8,203 

326 321 304 321 
7,434 7,456 8,359 7,882 
6,926 7,113 7,146 7,041 
6,368 6,543 6,543 6,474 


7,282 
1,163 


7,175 
1,066 
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LOOK WHAT’S NEW 
with old “TRIED AND TRUE” 


Get more fill-up and service business the way 

hundreds of thousands of service station operators gy 

have for years—with clean, efficient gas de- No oiling! 
livery by Buckeye Safety-Fill. These nozzles have 

never been a better investment than they are 

today. They’ve been re-designed with today’s prob- 

lems in mind. 


While their appearance is unchanged, the new : 
Buckeye 820A Nozzles are lighter for new ease SEE THE N EW 


in handling. They need no oiling. They contain per- * Permanent : 820 
manent packing* and require no adjustment ; 
of packing gland. Also, to assure precision and pac kin g! 


satisfaction in performance, we’ve set up new | SAFETY-FILL NOZZLE 


techniques and critical tolerances in manufactur- 
ing, testing and inspection. IN THE NEW 


Listed under re-examination service of Underwrit- 
ers’ Laboratories, Inc. May we send details? 
These two features can be incorporated into your 


present No. 820 Satety-Fill Nozzles. Contact your local 
Buckeye distributor or write Buckeye direct. 


CATALOG NO. 14 


BUCKEYE IRON & BRASS WORKS, Dept. N 
Box 883, Dayton 1, Ohio 

Please send information on the new Buckeye 820 Safety- 
Fill Nozzle © New Nozzle 0 Nozzle modification. 
C) Please send new catalog. 


NAME — 





ADDRESS 





city 
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BLAZING GASOLINE sends flame and smoke pouring out of ONLY SMOKE REMAINS after the new foam blanketed the 


the tank during minute pre-burn before foam takes over 


TRUCK-MOUNTED GENERATOR begins pumping foam 


over burning product. At right is stationary generator 


a 


fire. Blaze normally is out in three or four minutes 


Army's Speedy New Foam Whips Oil Fires 


The oil industry may someday 
save thousands of dollars because 
of two new firefighting develop- 
ments just put on public view by 
the Engineer Research and De- 
velopment Laboratories at Fort 
Belvoir, Va. 

A new fire extinguishing agent — 
bromotriflouromethane (Halon 1301) 

and an improved technique for 
smothering liquid fuel fires from the 
inside of a storage tank were demon- 
strated recently to the National Fire 
Protection Assn. 

Halon 1301 was developed over a 


ad 


three-year research span by the labo- 
ratories and Purdue University to meet 
the military’s need for a better agent 
to extinguish liquid fuel fires 
line, jet fuel and heating oil. 
demonstration, this agent: 

e Instantly extinguished two quarts 
of burning gasoline floated on water 
in a two-foot diameter tub. Only 8 oz. 
of the agent was needed at a discharge 
rate of approximately 0.2 Ib. per sec- 
ond. Under identical conditions, neither 
carbon dioxide nor carbon tetra- 
chloride succeeded in extinguishing 
the fire. 


gaso- 
In the 


NATIONAL 


e Knocked out, in 16.4 seconds, a 
fire caused by 5 gal. of gasoline poured 
on a concrete slab. Ten Ib., 11 oz. of 
the agent were used in a one-gal. 
extinguisher with a fog-spread nozzle. 
Carbon dioxide failed in this test. 

e Proved far superior to other 
agents in extinguishing a deliberately 
set gasoline fire on a truck engine. 

Extinguisher Snag—Halon 1301 be- 
gan as a refrigerant, and the Engineers’ 
chief problem at the present is to de- 
velop a proper extinguisher for its use. 
At present, the laboratories are modify- 
ing various existing types in an effort 


PETROLEUM NEWS * June 16, 1954 








“Try Taking 
the Selfish Viewpoint” 





by W. D. PETTWAY 
President, 


Tennessee Oil Men’s Association 


6 ORK under the OTIC program can be 

, piscalins cal And it can be valuable 
to the industry, too, of course. But have you 
ever thought of this work from a strictly 
selfish viewpoint? 

“If your company is like ours—too small 
to have a public relations man—you will 
find that the Oil Industry Information 
Committee provides you with a ready-made 
Public Relations Department for your own 
business. One that has been prepared by the 
best talent and brains available. 

“By cooperating you will not only enjoy 
the work and the contacts you make, but 
you and your organization will realize ben- 


efits in your community far beyond your 
expectations. 

“Work with, and for the OIIC, and reap 
for yourself the benefits that are there!” 


We Dare 


This is one of a series of personal messages from outstanding oil jobbers who are 
profiting from their activity in the program of the Oil Industry Information Committee. 


If you would like more information, write: 


AMERICAN PETROLEUM INsTITUTE, 50 West 50th Street, New York 20, N. Y. 
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TERMINALS 


to hit on a standardized model. 

It is a stable, colorless, odorless, 
non-toxic, non-corrosive gas with a 
boiling point of —76 degrees F; freez- 
ing point of —356 degrees F; and a 
liquid specific gravity of 1.57 at 70 
degrees F. In the tests nitrogen or air 
was used to build up its vapor pressure. 

It is produced by E. I. Du Pont De 
Nemours & Co., American Potash and 
Chemical Co., Dow Chemical Co., 
and Minnesota Mining Co. 

Cost a Drawback — Although the 





agent already is in use on the Navy’s 
aircraft carriers, its cost at present is 
high—about $4.70 per Ib., although 
the Engineers estimate it could be pro- 
duced for something under $2 per Ib. 
on a commercial scale. 

To demonstrate its improved tech- 
nique for extinguishing fuel storage 
tank fires, the Engineers set blaze to 
10,000 gal. of gasoline on water in 
a 10,000 bbl., 55-foot diameter open 
top tank. This gave a gasoline depth 
of about six inches. 





TIMKEN — BEARING | 
EQUIPPED . 


No. 857 
SWING JOINT 


Perfected in 
collaboration 
with Timken 
engineers — 

to minimize 
friction — 

to handle 
heavier loads 
—and for long 
range usage. 


The addition of Timken Tapered 
Roller Bearings in this new 
swing joint introduces a positive 
friction-reducing element, as- 
flexibility and 
faultless performance in han- 
dling heavy loads and opera- 
tions of longer range. Available 
in 3” and 4” pipe sizes, and pall 
may be supplied with most 
Oilco loading assemblies. 


sures greater 





SPRING-MATIC 
LOADER 
460 LR 


Sizes 3” & 4” 


This assembly of long range 
is designed to insure free 
over-all movement — with 
fatigueless compression 
springs which permit the 
loader to return to upright 
position without lock or 
manual aid. Extended 
length 136", reaching dome 
centers of approximately 24 
feet. Equipped with the new 
tapered roller bearing swing 
joint. Available with No. 39 
dip pipe assembly. 
special lengths and other 
modifications. 


For complete details write for descriptive folder, A-1. 


On Equipment Manuracturinc Co. 
INCORPORATED 


3100 VERMONT AVE. 





LOUISVILLE 11, KY. 


NATIONAL PETROLEUM NEWS * 





A stationary pipe within the tank 
ran down through the gasoline and 
water to connections with hose lines 
running outside the tank. 

To these lines was connected a Hale 
Foam Generator developed by the 
Hale Fire Pump Co., Conshohocken, 
Pa., capable of a flow of 2,000 gpm. 
The model displayed by the Engineers 
is a modification of a type used by the 
Navy. 

The generator consists of three posi- 
tive displacement pumps geared to- 
gether and driven by one engine: a 
500-gpm water pump, a foam solution 
pump and the 2,000-gpm foam pump 
which also picks up 1,500 gpm of air. 
The system provides a four-to-one ex- 
pansion—four times as much foam as 
the water input. 

The foam solution pump feeds in 
6% of mechanical, protein-base foam 
in 94% water. 

The foam is mixed with the water 
and air and pumped through the hoses 
into the tank. 


Low-Speed Flow—Although a sta- 
tionary pipe was used in the demon- 
stration, the system in actual applica- 
tion will include a doughnut-shaped 
float that will ride on top of the fuel 
in the tank. The float is sealed at the 
bottom. 


As the foam oozes out of the top of 
the float at very low velocity (if 
pumped at high velocity, there would 
be “breaks” in the flow), it spreads 
out in a thick blanket, smothering 
the blaze. 


The system developed by the Engi- 
neers is especially mobile because the 
generator is mounted on a trailer. If 
all storage tanks on a farm are hooked 
up with floats, the trailer can be hauled 
swiftly to a fire, coupled to the tank 
hose connections and can extinguish 
the fire in a matter of minutes. 

Normal time for extinguishment is 
three or four minutes, the laboratories 
said. 

Within the next six months the sys- 
tem is expected to be standardized 
throughout the Army and installed on 
all its tank farms, both in the U.S. 
and abroad. 


The Engineers estimate the cost of 
each generator unit at about $10,000 
to $14,000, with the hook-up system 
for each tank estimated at about 
$1,500 to $2,500. 

The laboratories have a policy of 
co-operating with private industry in 
making such developmental knowledge 
available, although the primary pur- 
pose of the work is to provide the 
military services with advanced fire- 
fighting techniques and equipment. 
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Argo's 139 Trucks Are 


ARGO PRESIDENT LAUDS 
BOWSER XACTO METERS 


vipped OM Sustained accuracy and low upkeep have earned 
+s 99° we of the praise of cost-conscious marketers every- 
five YOR er meter powset PO, where. Satisfaction as expressed by Argo Oil 
a Be sence Wi rouge Corporation's president is based on a quvarter- 
ox Pe intenanedietelY = century experience. 
yep! 


COMPACT UNIT 
DOES SIX JOBS... 


Bowser Fig. 711-70-PK in- 
cludes the Xacto Meter, 
Strainer, Air Release, pre- 
determiner Totalizer Dial 
and Ticket Printer. Rug- 
gedly built for long, 
trouble-free service. 


\- “g WRITE FOR “FUELOIL SUCCESS STORY.” 


BOWSER, INC., 1301 CREIGHTON AVENUE, FORT WAYNE 2, IND. 
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Protects 


U. S. Peerless Microporous Rub- 
ber Battery Separators gain electri- 
cal resistance when the thermom- 
eter goes up. Result: they help to 
protect the battery against over- 
charge. Also because they have a 
thin web and narrow ribs, they 
permit the greater acid circulation 
that makes a battery run cooler and 
give full power under all condi- 
tions. They will withstand the ex- 
cessive oxidizing conditions devel- 
oped during overcharge through- 
out battery life. 


Peerless separators safeguard the 
dollars your customers pay for bat- 
teries. Peerless cannot be harmed 
by battery acid or plate pressures. 
High mechanical strengt —_ 
= by warped or broken 
plates. In fact, Peerless separators 
outlast the plates. In cold weather, 
they deliver 20% faster crankiag 
speed, 10% more power. Your 
trade gets long battery life and 
operating savings when you stock 
and sell batteries equipped with 
U. S. Peerless Microporous Rub- 
ber Separators. 


batteries from overcharge in hot weather... 


the U. S. Peerless MICROPOROUS Rubber Battery Separator 








Sell better batteries with 
U. S. Peerless Separators. 
Better batteries mean cus- 
tomer satisfaction and 


high profits for you. 








Write to address below for free informative booklet on U.S. Peerless Microporous Rubber Battery Separators. 


UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department «+ Rockefeller Center, New York 20, N. Y. 
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What Canadian Dealers Need to Sell More TBA 


Canadian service station deal- 
ers have eight wishes they would 
like to see fulfilled by their oil 
company suppliers and TBA 
manufacturers. 

These eight points dealers 
think will help them sell more 
TBA, says William Milligan, 
marketing training director for 
Shell Oil Co. of Canada, Ltd. 
He outlined these “wants” in a 
talk before the Canadian Section 
of the Oil Industry TBA Group, 
in Toronto last month, on the 
basis of what he has found in 
contact with dealers. 

Dealers, Milligan says, feel that 
quality products, competitive both in 
price and warranty are needed most. 
Then comes: x 

e Training, for the dealer and his 
staff, in knowledge and application of 
products. 

e Service on deliveries, adjustments 
and complaints. 

e Advertising that builds consumer 
acceptance. 

e Sales foresight on seasonal mer- 
chandise. 

e Space for display and space for 
storage. 


e A budget plan. 


e Sales representatives who are 
trained and able to help them. 

Competitive Quality—On the first 
point, Milligan says that only sug- 
gested list prices could be offered to 
dealers. Such prices however, should 
be competitive but should leave the 
dealer a fair margin of profit. Station 
operators, he says, don’t make their 
money on large turnover with a small 
margin. It is therefore always neces- 
sary to educate them to sell service 
with the product, to justify the better 
profit margin. 

“Warranty,” he says, “whether we 
realize it or not, plays an important 
part in clinching a TBA sale.” Deal- 
ers have a tough time selling in a 
warranty-conscious market, in the face 
of extended warranty periods, he 
points out. 

Dealer Training— Milligan feels that 
in selling TBA items, dealers must 
not only capture the customer’s inter- 
est, they must also win his confidence. 
To do this they must display confi- 
dence by going about their job with 
method and efficiency. On-the-job 
training helps, but is limited because 
of the endless distractions which occur 
during business hours. 

Where dealer meetings are held, 
Milligan says, dealers should be told 


Shantz 


Littlefield 


Milligan 


DURING A BREAK at the Canadian Section conference of the Oil Industry TBA 
Group William Milligan chats with Ralph K. Shantz, merchandise manager, Supertest 
Petroleum Corp., Ltd., London, Ont., and C. Grant Littlefield, TBA manager for Cana- 


dian Oil Companies, Ltd., of Toronto, Ont. 


ahead of time exactly what the sub- 
ject is to be, so that they can give it 
some thought and be ready to partici- 
pate in discussion. The best kind of 
meetings, he feels, are of the informal, 
conference type, yet conducted with 
an air of discipline. And they should 
not be “barber shop” sessions where 
many different topics are crammed into 
a given time. 

Training schools for dealers and 
their key personnel have brought good 
results for his own company, he says. 
The first one opened at Oshawa, Ont., 
last year. Shell now has three in Can- 
ada. “Fully qualified instructors head 
up these schools and give training in 
both the theory and practice of service 
station operation.” 

Service on TBA—Dealers ask for 
service On deliveries, adjustments and 
complaints. Delivery service often 
looks like a good place to start cutting 
costs, Milligan says, which is com- 
mendable but can be carried to the 
point where dealer efficiency is im- 
paired. Prompt attention to adjust- 
ments and complaints can often retain 
an otherwise lost customer for the 
dealer. 

Advertising Co-ordination—Dealers 
want good advertising to back up the 
TBA products, Milligan says. On one 
phase of advertising—the material 
provided for point of purchase display 
—he thinks there is too little co- 
ordination between oil companies and 
TBA manufacturers and in some cases 
between departments within an oil 
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company. Dealers are bogged down 
with advertising material in some 
months, then starve for it at other 
periods, he says. 

Planning Ahead—Sales foresight, is 
a well-founded request on the part of 
dealers, Milligan feels. Nothing up- 
sets a dealer more, he says, than to 
run out of stock, particularly of sea- 
sonal merchandise such as snow tires, 
antifreeze, and others, simply because 
his supplier cannot fill his order. Some 
of this cannot be helped, he concedes, 
but it should be held to a minimum 
because of its adverse effect on dealer 
and public relations. 

Storage Areas—The need for dis- 
play and storage space is a very prac- 
tical one, Milligan believes. “It is a 
sound philosophy in merchandising 
that if you want to sell it you must 
display it—if you don’t want to sell 
it, hide it.” Since 25% of the dealer’s 
potential gross profit is in sales of TBA 
he should not be hindered with in- 
sufficient space to display what he does 
want to sell, and space to store what 
is out of season, Milligan says. When 
planning new stations, or rebuilding 
old ones, those responsible should keep 
in mind that space to the dealer is 
most important. 

TBA Budget Sales—Today, Milli- 
gan points out, budget sales represent 
an increasing percentage of all retail 
sales. The more we swing to a buyer’s 
market, the more retailers are obliged 
to sell their merchandise under this 
plan. “The service station dealer is no 
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It’s The Principle That Counts 
iw ROCKWELL ROTOCYCLE 


Choice of visible reset reg- 
ister (shown), non-reset 
register or printing register. 


Double stainless steel ball 
bearings at either end of 
rotor shaft. 


Lubricant inlet to micro 
adjustment chamber. 


Drain for removing cone 
densate from adjustment 
chomber. 


THE ROTOCYCLE 
PRINCIPLE 


The Rotor inside the Rotocycle meter revolves freely 
flo-ward on double stainless steel ball bearing mounts. 
The motion is like that of an electric motor. There 
are no pressure absorbing reverse movements, no wind- 
ing passages, no oscillating parts or valves and pistons 


to “break” the smooth, effortless flow. 


HOW YOU BENEFIT The superior mechanical 


advantages of the Rotocyle design pay off in speedier 
meter deliveries, greater sustained accuracy and longer 
meter life. With Rotocycles you can use smaller motors 
on your pumps—save on electric power bills. The 
accurate records these meters provide make auditing 
positive, stock control a certainty. Write for literature. 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Chicago Dallas Houston Kansas City, Mo. 
Los Angeles New York Philadelphia Pittsburgh San Francisco Seattle Tulsa 
In Canada: Peacock Brothers Limited 


POSITION |: Liquid entering the POSITION Il Pressure under 
measuring chamber through the vane No 1) forces the rotor 
inlet port encounters vane No to turn on its centershaft. Vane 
1 which seals off further No 2) has now reached posi 
iquid progress tron occupied by vane No 1 
where t seals ith the wall 
Segregated bet pen vanes (1 
and (2 s a definite volume 
f 


of liquid indicated in dark color 


— a ee 


METERS 


Main rotor bearings are 
pressure lubricated by 
turning this screw to 
spread new No. 4 lubricant. 


HORIZONTAL 
OUTLET 


Patented micro adjustment 
provides ultra fine incre- 


ments for recalibration. ‘ 
All revolving rotor assures 


smooth motion and a long 
life of sustained accuracy. 


VERTICAL INLET 


POSITION IV Vane 4 has 


reached the seal position and 


POSITION Ill Vane 
reached the seal position 
tween it and vane (2) is ther another measured volume 
measured volume segregated The volume be 
tween vanes (1) and (2) is now 
discharging through the ovutiet 
port. These measured volumes 
are ntegrated or 

n terms of gallons 


through the meter 
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TIRES—BATTERIES—ACCESSORIES 





, 


exception,” says Milligan. “He is con- 
fronted with the same problem in TBA 
selling and it is only natural that he 
would like to meet the competition of 
department stores and others who pro- 
mote TBA sales this way.” 

Although dealers feel that they lose 
TBA business when they cannot com- 
pete with a good, sound budget plan, 
few dealers have the working capital 
to finance a budget plan of their own, 
Milligan said. But they would be will- 
ing to pay, within reason, for such a 
plan. 

“All we have to do is produce it,” 
Milligan claims. He conceded it is a 
big undertaking and would call for the 
education of the entire dealer network. 
“There are many ways in which it can 
be done, of course, and the selection 
is for you, should you feel there is a 
need for it. Personally, I do.” 

Trained Liaison—The need for the 
assistance of a capable sales represen- 
tative does not imply that existing rep- 
resentatives are not fully qualified in 
many or all respects, Milligan says. 
Dealers are only suggesting that men 
sent into the field be selected and 
trained with care. 

“The sales representative is un- 
doubtedly the most important tool we 
have to really render assistance to our 
dealer organization,” Milligan says. 
“To render a service, however, this 
man must have a full understanding 
of the operational functions of a serv- 
ice station, and here I refer more to 
the oil company representatives. If he 
is to offer sound advice and guidance 
of a practical nature; if he is to win 
over the dealer and gain his confi- 
dence; if he is to be a good liaison be- 
tween the company and the dealer, 
realizing the problems and the objec- 
tives of each, then obviously he must 
know both the dealer’s position and 
the company’s policy.” 

Management, at times, may fall 
short of this goal. To avoid letting the 
dealer down, Milligan thinks these 
questions should be answered: Is the 
sales representative sufficiently famil- 
iar with his job responsibilities before 
he is turned loose and expected to pro- 
duce? Is he fully trained and does he 
receive further training to keep him 
abreast of times? Does he receive 
proper indoctrination to his job and 
to his territory? 

Also overlooked, Milligan says, is 
the fact that any sales representative 
has a saturation point for doing a job 
well without becoming confused. If he 
is a good man, there may be a tend- 
ency to crowd more work on to him. 
He may be burdened with detail and 
his work plan constantly interrupted 
with things that should not come un- 


der his job responsibility. If so it can- 
not help but reflect on the job he can 
do for dealers in his territory. 

Dealer Wants a Part—The dealer, 
on his part, wants to be thought of as 
one of the team, Milligan claims. 
“This dealer we talk about, though an 
independent business man, would in 
the majority of cases, like to be con- 
sidered as an integral part of the com- 
pany he represents. This gives him the 
feeling of being wanted, of shoulder- 
ing some of our responsibilities. It 
gives him, too, a feeling of security 


You'll 


that builds up the bond of respect be- 
tween himself and the company. 

“Aside from direct sales of our 
product, he would like to feel that he 
has in some small way contributed to- 
wards company policy, or towards 
ways and means of doing things within 
our retail network whereby he calls 
on his practical experience to guide us 
and help us. 

“So it is desirable to include the 
dealer ‘in’ on as much as we can. We 
don’t want him to feel that he is work- 
ing for us, but instead is working with 


@ You get both product appeal 
and product protection when you 
use any one of the many G.P.&F. 
steel containers. We can give 
them a “custom made” look by 
lithographing them with your 
own trade-mark or advertising 
message—or in attractive solid 


colors. 
carloads, 
smaller quantities. 


Shown above: the 5-gallon dome top 
utility can. A wonderful sales stimulator 
because the customer can use the empty 
container in many woys ... in the home, 
in the garage, on the farm. Also avail- 
able in 40 Ib. fluid grease size. 


GE 


472 
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A 


STEEL ConTsiOERS /) 
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TIRES-BATTERIES—ACCESSORIES 


us,” Milligan says of this attitude. 

How They Look at TBA—‘“For 
some time now I have made it a point 
to ask the dealer just what his feelings 
are in connection with TBA and sur- 
prisingly enough my experience has 
been that there is a pretty stock group 
of answers that boil down to these: 

1. The dealer knows he is not get- 
ting his full share of the TBA business 
today. 

2. He will openly admit that a good 
deal of the fault lies in his own opera- 


tion and lack of sales solicitation. 

3. He feels that, generally speaking, 
the oil companies and TBA suppliers 
are doing a pretty fair job of helping 
him do a better job. 

But he can still suggest ways and 
means for improvement. 

“Let us, each one of us,” Milligan 
says, “conscientiously consider these 
eight dealer requests, and ask our- 
selves this question: What can we do 
to better the merchandising and sales 
of TBA for our dealers?” 
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reduces vapor losses of 
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gasoline! 


because it cannot leak. / 


/ 


Calso Signs to Market 
U. S. Rubber TBA Line 


Latest oil marketer to take on TBA 
merchandising is California Oil Co., 
eastern subsidiary of Standard Oil of 
California. California Oil has con- 
cluded a commission override arrange- 
ment with the United States Rubber 
Co. under which a broad TBA line of 
merchandise will be made available 
to all Calso jobbers. 

California Oil markets gasoline 
under the Calso brand in the north- 


| eastern section of the United States, 


and as far down the Atlantic coast as 
Virginia. Products are supplied from 
a refinery at Barber, N.J. 

United States Rubber men and 


| Calso representatives are now in the 


| 
| 


You can prevent excessive losses of gasoline— 
save money—maintain quality—and effettively | 
cut maintenance. This is all easily accoraplished | 
through the low cost installation of the/depend- | 
able Twin ConserVent. This vent is meghanical in | 
operation but in closing, seals positively with a 
liquid seal. It has no valves, seats, or pallets to. 
warp, corrode, stick or freeze. It cén be used on | 
horizontal, cone roof and lifter, roof tanks or 
vapor systems. / 


/ 


A LEAKY VENT IS A LEAK’ IN YOUR TANK. 
You can prevent that leak ,fhis simple, tried and 
proved dependable way. J 


You can prove the great value of Twin Conser- 
Vent by taking advantage of our FREE TRIAL 


field holding meetings with Calso 
jobbers to launch the new TBA 
program. Walter L. Clarkson, of U.S. 
Rubber has been assigned full time to 
the Calso account. 

An unusual feature of the U.S.- 
Calso deal is that two tire brands are 
included. Jobbers have a choice of 
either the U.S. tire brands (the U.S. 
Royal Master and the new U.S. Royal 
8 tube or tubeless), or the Fisk Safti- 
Flight and Fisk Air-borne, also made 
by U.S. Rubber. 

Other products in the U.S. TBA 
line are batteries, fan belts, radiator 
hose, radiator chemicals and polish 
under the U.S. brand; AC spark plugs 
and oil filters; and Campbell tire 
chains. Prestone antifreeze is also a 
part of the U.S. TBA line but is not 
included in the Calso deal. No deci- 
sion has been reached yet by Calso on 
the question of marketing an anti- 
freeze brand. 


Tire Line for Billups 





Billups Petroleum Co., of New Or- 
leans, is now marketing a complete 
line of tires under its own brand 
name. For many years Billups and the 
eastern and western divisions of Tide 
Water Associated Oil Co., were large 
outlets for the Federal tire, one of 
the United States Rubber Co. brands. 
A little over a year ago U. S. Rubber 
and Tide Water entered into a deal 
by which Tide Water became the 
owner of the Federal brand. 

Since that time Billups has con- 
tinued to sell the Federal tire. The 
new Billups line, which supersedes 
the Federal, will continue to be man- 
ufactured by United States Rubber 
Co., and C. L. Sullivan, the U. S. 
Rubber representative on full time 
assignment to Billups, continues at 
his post. 


OFFER if you know your losses. See what | 

long research and modern engineering 

has doné to put a savings bank on your 

tank. Ask for a copy of Bulletin No. 5154. | 
/ 


CONSERVATION EQUIPMENT ( 
4801 South on Richmond Street, Chicago 32, | 





NATIONAL PETROLEUM NEWS + June 16, 1954 











on 


tg 


. an er 4 ~*~ » 


Here’s the clue... what was the year? 


It was the year when the U.S. submarine “Squalus” sank... 
when Hitler invaded Czechoslovakia— Mussolini invaded Albania . . 
when King George and Queen Elizabeth visited the United States. 


Perhaps there’s a hint in this: Gulf developed the first 
airborne magnetometer during this year, but before it 
could be used to help find oil it went to war to assist 
allied airmen detect enemy submarines. 


If your guess is 1939—you’re right. 


? 
That’s not too many years back, is it? Yet, many signifi- GULF 


cant changes and tremendous progress have been wit- 
nessed in Gulf and the entire oil industry since then. In 
these past fifteen years, petroleum has redoubled its 
contribution to America’s standard of living. 


GULF OIL CORPORATION 
GULF REFINING COMPANY 
We at Gulf look forward to the continued growth and GENERAL OFFICES, PITTSOURSE, PA. 
importance of this contribution in the years ahead. 
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EQUIPMENT 


Valve for Bulk Plants 


Specifically designed for small bulk 
plant operations, a new loading valve 
has gravity flow or low pump pressures 
up to 30 psi on the two-inch size and 
up to 20 psi on the three-inch size. 
The manufacturer says the compact 
simplified construction assures peak 
operating efficiency, minimum main- 
tenance and long service life. The 
valve body is of special hard, wear- 
resistant bronze. The cap, moving and 
stressed parts are of bronze for min- 
imum wear. OPW Corp. 


Circle No. 1 on Reply Coupon 


Rack Uses Gravity 


A gravity feed drum rack permits 
the drums on each of six tracks to roll 
down as the end drum is lifted off with 


e FOR FURTHER INFORMATION 


a fork lift truck. This permits constant 
rotation without extra labor or incon- 
venience, the company says. The rack 
also conserves space and labor. Drums 
are loaded at the high end of each of 
the six tracks and can be unloaded 
both from the lower end and from any 
other position from the side, because 
the rack has no external diagonal rods. 
Each unit will hold 54 drums. John- 
son and Flaherty Mfg. Co. 


Circle No. 2 on Reply Coupon 


Tire Emergencies Met 
A portable “tire service package” 
is being used on the Pacific Coast for 
roadside emergencies. The “package” 
includes a gasoline-powered engine 
generator plant; heavy duty impact 
wrench and a portable, electric-driven 
compressor. The entire service outfit 
weighs less than 240 Ib. and will fit 
into any standard automobile trunk. 
Lynn Engineering & Supply Co. 
Circle No. 3 on Reply Coupon 


Vacuum on Market 


An assortment of attachments to 
meet any vacuum cleaning need is 


On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 
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330 W. 42nd St., New York 36, N.Y. 


Your inquiry will be forwarded to the manufacturer. Void after Sept. 15, 1954. 





i 

| 

| 

| © Readers’ Information Service 
| 

| 

{ 

i 

| 1 2 3 + 5 
| 





6 7 8 9 








NATIONAL PETROLEUM NEWS 
A McGraw-Hill Publication 





available with a new model vacuum 
blower. The power head and dust bag 
can be carried and operated in areas 
too small or confining for the tank. 
The manufacturer says the high veloc- 
ity air stream is ideal for cleaning mo- 
tors and for other jobs. Multi-Clean 
Products, Inc. 


Circle No. 4 on Reply Coupon 


Van Payload 


Greater payload on a truck of short 
over-all length, maneuverability and 
easy handling in traffic are claimed for 
new Fageol vans. A series of on-the- 
job demonstrations are being con- 
ducted across the country this month. 
The vans are available in 336 body and 


BARRETT automatic 
Filling and Crimping Equipment 
for handling greases and other 

viscous fluids. 

@ No operator required. 

@ 100% air operated. 

Fills, seals, stamps and counts lug 
cover pails. Output of 15 pails per 
minute. Write for details on installo- 
tion to meet your requirements. 


BARRETT 


Wanufacturing Co. 


Box 8096. Houston 4 Texas 
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©.sTEP PREPARATION } 
BEFORE FABRICATION—MEANS SAVINGS FOR SHIPPERS! 
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RESULT OF RHEEM CARE After more than a year and 
a half of continuous outdoor exposure, in an 
area of heavy rainfall and high humidity, 
| M P 0 RTANT Rheem drums are still in excellent condition... 
while ordinary spray-finished drums on test for 
T0 SH | PPERS! the same length of time show signs of advanced 


Free Folder deterioration. 


Write today to the 
nearest Rheem 
Manufacturing 
Office listed below 
for your free copy 
of informative 
folder on Rheem 
Drums. 


Rheem has a complete 
line of special drum 
linings for a variety of 
products. And if your 
product requiresa 
different lining, each 
of Rheem’s seven stra- 
tegically-located con- 
tainer plants has com- 
plete laboratory facili- 
ties to help you. Rheem 
chemical engineers have 
solved container prob- ads, 
lems for many of Amer- 

iea’s largest shippers. |) MANUFACTURING COMPANY 
Call or wire the office 

nearest you! : World’s Largest Manufacturer of Steel Shipping Containers 


Richmond, California ¢ South Gate, California * Houston, Texas ¢ Chicago, Illinois 
New Orleans, Louisiana ¢ Linden, New Jersey ¢ Sparrows Point, Maryland 
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Progress custom tailored 

truck and trailer tanks, in any capacity 
and number of compartments, meet 
your specifications. As the leader in 
custom fabricated smoothskin tanks, 
we stand ready to serve. You need 


only to call, wire or write. 

















MANUFACTURING COMPANY, INC. 
ARTHUR: ILLINO 


in hottest weather! 


Your customers want extra lubrication protection against 
blazing summer heat, for their cars, trucks and tractors! 
Okay . . . give it to them, with split-second flow on starts 
. . with the dependable, uniform film of lubrication that 
= s | tT withstands oxidation . . . with Champlin Heavy-Duty 
Complete Warehouse Stocks ae : : HI-V-I! Then, watch for them to drive in for more, the 
of HI-V-{ oil available: Enid, - next change! No other motor oil gives more dependable 
Oklahoma City, Okle.; Su- [ Z a protection to an engine at all temperatures and speeds, 
cuten, Cittiin, Math TF in : in all weather, than Heavy-Duty HI-V-I Mil-O-2104 grade 
land, Lincoln, Nebr,; Hutch. “~~ S-/ “ oo one 
incon, Menes Mesen Cay, 7° Rs : Write for information on a dealership in your territory! 
Rock Rapids, Cedar Rapids, ~ pF oe 
towey Poon, ie. Asner, a product of CHAMPLIN REFINING COMPANY 
Texas; Denver, Colorado. GENERAL OFFICES @ ENID, OKLAHOMA 
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ILLINOIS 











Everything in Bulk Plant 


d 
Service Station Equipment 
INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
In Ai i 4, tei 


” 














MICHIGAN 





R. V. SEAMAN CO. 


Michigan’s largest wholesaler of 
truck tank, service station and 
bulk plant equipment. 
SAGINAW—DETROIT— 
GRAND RAPIDS 











NEW JERSEY 





EQUIPMENT 
for the 


OIL INDUSTRY 

. 
Rebuilt 
PUMPS — METERS — REGISTERS 
e 
PARTS FOR MOST PUMPS 

e 

TEN HOEVE BROTHERS 

359 McLean Bivd., Paterson, 3, N. J. 











NEW YORK 





RENICK & MAHONEY, INC. 


380 Second Avenue 
NEW YORK 10, N. Y. 


Bulk Plant—Truck Tank and 
Service Station Equipment 


Member of National Association 
Of Oil Equipment Jobbers 











OHIO 





TULLER CORPORATION 
947 W. Goodale Bivd. Columbus 8 
“Tokheim, Marlow, TneeeRNG 
okheim, Marlow 
Ever-tite G OPW Fittings: Neptune 
Meters: Heil svoneare: | Service 
Truck Tanks: Goodrich H Reels: 
Air Comp. Farm & Bulk Storage Tanks. 
Designers G Builders 
Bulk Plants and Service Stations 














EQUIPMENT 





chassis size combinations, with gross 
vehicle weight ratings of 16,800 Ib. to 
30,000 Ib. and cubic payload capa- 
cities from 706 cu. ft. to 1,945 cu. ft. 
Twin Coach Co. 


Circle No. 5 on Reply Coupon 


Nozzle Outfit Offered 


Now available is a portable clean- 
ing and testing outfit for Diesel spray 
injection nozzles. It consists of a com- 
pact metal carrying case containing a 
nozzle test stand and nozzle cleaning 
kit, so Diesel injection spray nozzles 
can be tested and cleaned on the job. 
The portable outfit helps detect nozzle 
conditions that may cause excessive 
smoke, increased fuel consumption 
and loss of power. American Bosch 
Corp. 

Circle No. 6 on Reply Coupon 


Pinion Tool Has Dial 


Reduced adjustment time and in- 
creased accuracy is claimed for a new 
dial indicator type pinion setting gauge 
for Buick automobiles. Readings are 
taken from a dial indicator rather than 
from a micrometer, eliminating the 
necessity of setting a micrometer by 
feel. Also, there is no need for adapters 
and old-style charts and computations, 
says the maker. Pinion setting time is 
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PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 


334 Bivd. of Allies Pittsburgh 22, Po. 


Rutledge Service Station ts 
GGB Cqrigmens—peaeye yy 


Granco font G Meters—Air 
Compressors 








West Penn Oil Equipment Co. 


512 Sandusky St. Cedar 1-8822 
Pittsburgh 12, Pa. 


Bulk & Service Station Equip. 
Erie Computing Pumps 
Pittsburgh Equitable Meters 

Roper & Marlow Pumps 














E. O. HABHEGGER CO. 
Fairmount Ave., at 24th St. 
PHILADELPHIA, 30 


HABHEGGER 


For The Petroleum Industry 
BULK PLANTS 
TRUCKS—SERVICE STATIONS 





TEXAS 


THERE'S A 


Gasboy Pump 


FOR EVERY SIZE CONSUMER ACCOUNT 


PETROLEUM EQUIPMENT CO. 
2427 Commerce St., Dallas 1, Texas 

















UNITED PUMP SUPPLY, INC. 


1701 S. LAMAR DALLAS, TEXAS 


SALES & SERVICE 


BUCKEYE VALVES: COX WELLS: 
EVER-TITE: GOODRICH HOSE: 
GRANCO PUMPS: JOYCE LIFTS: 
MARLOW PUMPS: OILCO LOAD- 
ING ARMS: PIPE: PIPE FITTINGS: 
SMITH METERS: TOKHEIM 
PUMPS: WESTINGHOUSE AIR 
COMPRESSORS. 





WEST VIRGINIA 











SMITH METERS 
H. H. TRUITT 
1403 8th Ave. 
Huntington 1, W. Va. 
Westinghouse Air Compressors 
Service Station or Bulk Plant Equip. 

















EQUIPMENT 





slashed by two-thirds, the company 
claims. Kent-Moore Organization, Inc. 


Circle No. 7 on Reply Coupon 


Valve Lifter Puller Offered 


The “Buddy” hydraulic valve lifter 
puller, designed for Chevrolet, Buick 
and Cadillac, is simple and easy to 
use. The device works from the side of 
the motor on Chevrolets and Buicks 
and through the push rod holes on 
Cadillacs. It is unnecessary to dis- 
mantle the hydraulic lifter. The tool 
is made of heat treated spring steel 
and replaceable tips will not damage 
the valve lifters. List price is $4.95. 
Telematic Corp. 


Circle No. 8 on Reply Coupon 


Steam Cleaner Automatic 


A portable, oil-fired steam cleaner 
is completely automatic. The only 
controls are two electric switches to 
start and stop the machine. The new 
model has a cleaning power of 120 
Ib. pressure and 120 gal. per hour. 
Comparable models of higher capacity 
are available. Quick Charge, Inc. 


Circle No. 9 on Reply Coupon 





New Products Shown 


A fuel oil nozzle was one of four 
new Scully products introduced last 
month at the Oil Heat Institute meet- 
ing in Philadelphia. The company says 
its new nozzle, with a built-in anti- 
drain check valve, ups discharge rates 
as much as 10%. The new nozzle 
eliminates after-fill drip because of its 
clean out-off and no oil is trapped in 
the gun. If the dealer doesn’t care to 
increase his discharge rate, the com- 
pany says, he can set his pump and 
motor for a lower rpm without any 
change in the discharge rate. Other 
new products are a ball-bearing swivel 
connector for use between hose and 
nozzle, a new three-piece kit for elec- 
trode setting and a safety vent cap. 
Scully Signal Co. 


Circle No. 10 on Reply Coupon 


PERSONALS 





A. M. Toft M. B. France 


Andrew M. Toft and Mervin B. 
France have been elected to the board 
of directors of National Can Corp., 
Chicago. Toft is vice president of the 
company and France is president of 
the Society for Savings in Cleveland. 
Wesley H. Douglass will be Toft’s 
assistant. 


William H. Bur- 
ton will do “mis- 
sionary field 
work” throughout 
the country as a 
special sales rep- 
resentative for 
Goerlich’s, To- 
ledo manufactur- 
er of exhaust sys- | 
tem parts. Before Li 
joining Goer- 
lich’s, Burton was 
a traveling auditor for A. O. Smith Co. 
The appointment is in line with the 
company’s expanded program of offer- 
ing direct sales aid to its customers. 

. 


W. H. Burton 


Four changes have been made in 
the sales department of International 
Harvester Co.’s motor truck division, 
Chicago. V. I. Pearson has taken over 
as general supervisor of used truck 
merchandising. Three regional sales 
managers have been reassigned as fol- 
lows: B. M. Kaiser, from Eastern to 
Southern; R. G. Greer, East Central 
to Eastern, and J. F. Adams, Southern 
to East Central. 


John R. Curran, 
chief design engi- 
neer of Hammel- 
Dahl Co. of Prov- 
idence, R. I., for 
the past four 
years, has moved 
up to director of 
engineering for 
the automatic 
control equip- 
ment manufactur- 
ing firm. A gradu- 
ate of Northwestern University, Curran 
joined Hammel-Dahl in 1945 as a 
design engineer. 


J. R. Curran 


Robert T. Jones and Bev P. Rags- 
dale hold new posts in the Chiksan Co. 
sales department. Jones, with Chiksan, 
which has headquarters at Brea, Calif., 
since 1945, is western regional sales 
manager. Ragsdale, a nine-year vet- 
eran with the firm, has been promoted 
to senior field engineer. 

+ 


Arthur B. Sla- 
asted has taken 
over as advertis- 
ing and sales pro- 
motion manager 
for Young Radia- 
tor Co., Racine, 
Wis. Slaasted has 
a background of 
advertising work 
with equipment 
companies and 
has had _ experi- 
ence in retail promotion. He was edu- 
cated at Columbia College and served 
two years in the Navy. He is a member 
of the Racine Advertising Club. 

s 

William J. Stebler has been elected 
president of General American Trans- 
portation Corp., New York City, which 
has railroad tank car and liquid ter- 
minaling interests. 

Sam Laud, former president, was 
named vice chairman of the board. 
Other new officers are: 

Herman Altschul, vice president in 
charge of freight car sales 

James S. Frey, vice president in 
charge of manufacturing and a mem- 
ber of the board 

Frank E. Selz, vice president in 
charge of the plastics division. 

Spencer D. Moseley was named as- 
sistant to the president. 


A. B. Slaasted 


D. B. Robertson C. C. Dybvig 


D. D. Robertson and Charles C. 
Dybvig hold new posts with Dana 
Corp., becoming director of sales and 
general sales manager, respectively. 
Robertson formerly held the general 
sales manager position. He has been 
with Dana since 1937. This is Dyb- 
vig’s initial job with Dana, after many 
years of service with Firestone Tire 
and Rubber Co. 
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AUTOCAR DRIVER CAB 
Safest Cab on the Road 





Skyscraper construction. 
Under the sheet metal ex- 
terior is a sturdy frame 
made of formed steel 
channels welded together. 


The Autocar Driver Cab, the Driver Sleeper Cab and Mail in the coupon for detailed informa- 
the Aluminum Driver Cab are all built on the sky- tion about the many quality features of 
scraper principle—an outer skin of heavier-than-usual the Autocar Driver Cab, Driver Sleeper 
sheet metal over a rigid, reinforced structural frame. Cab, lightweight Aluminum Driver Cab. 
This construction gives the driver confidence—in him- 
self and the vehicle. VOUT SYNNUAL TONNNEN WOOO ANNONA ODODE AANAAOTOOTNAD SUMO SOREN USANA EHNA 
There are other great features, too. The Autocar 
Driver Cab was the first to bring passenger-car com- 
fort to truck drivers. Curved windshield for wide-angle 
vision; instrument panel with all dials and gauges 
within easy reach and view; driver’s seat adjustable 
five ways to most comfortable posture. 


AUTOCAR TRUCKS 


Autocar Division of The White Motor Company 
Ardmore, Pa. 


Autocar Trucks are sold and serviced 
throughout the world 


Autocar Division of The White Motor Company 
Ardmore, Pa. 


Please send me a folder on the Autocar Driver 
Cabs. 


Name 





Firm name 





Addres 





Type of operation 





| 


WMNOOONE OOOO ANUNAN NONAVRRD DODO, WOMAAANA AARON AN 


No. of trucks in fleet 





HUUNNE ANNO OHNO NOOUANY SONAR UNO ARONA NANDA 


8F = 


ee 


= 
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GOVERNMENT 


Hastings 


director of supplies and services 


Brown Gilliam Denniston Royar 


Royar 


POLICY CHIEFS are responsible for policy de- 
cisions affecting ASPPA. The directorate includes: 
Maj. Gen. K. L. Hastings, Army Quartermaster 
General, present chairman, and Rear Adm. M. L 
Royar, chief, Navy Bureau of Supplies and Ac- 
counts, who will become chairman July 1 for 
two-year term. Not shown is third member of 
directorate, Maj. Gen. G. W. Mundy, Air Force 


Moore Brown 


Gilliam Major 


OPERATING STAFF officers are among the incoming and outgoing ASPPA 
staff: Lt. Col. V. H. Moore, Quartermaster Corps, deputy assistant director, 
who will continue temporarily as special assistant to the ASPPA director; 
Air Force Col. D. R. Brown, ASPPA director who will become petroleum 
assistant to the Air Force Commanding General and chief, Air Force Fuels 
and Lubricants Division, Middletown (Pa.) Air Force Materiel Area; Col. 
A. C. Gilliam, Quartermaster Corps, chief, petroleum branch, Quartermaster 
General’s Office, incoming ASPPA director; and Cmdr. S. J. Major, Navy, 


chief, ASPPA purchasing division, incoming deputy director 


Hastings 


Welch 


Hilbert Barksdale 


Johnson 


ASPPA DIRECTORATE and operating staff meet to iron out 
supply problems and plan for future military petroleum needs: 
Col. Brown; Col. Gilliam; Brig. Gen. A. B. Denniston, deputy 


for operations, Quartermaster General’s Office; Rear Adm. 


Royar; Maj. Gen. Hastings; Col. D. G. Welch, Air Force, 


representing Maj. Gen. Mundy; P. F. Hilbert, assistant for 
materiel, deputy chief of staff for materiel, Air Force; Col. W. 
E. Barksdale, Quartermaster Corps, acting deputy for admin- 
istration, Quartermaster General’s Office; Maj. F. E. Johnson, 
chief administrative director and directorate secretary 


New Leaders Take Over Reins at ASPPA 


The directorate of the Armed Serv- 
ices Petroleum Purchasing Agency is 
in the process of its biennial rotation 
of duty. The chairmanship of the di- 
rectorate and ASPPA’s operating 
staff are changed each two years with 
top responsibility going, in turn, to 
the Army, Navy and Air Force. 

Operating within the framework 
and spirit of the unification principle, 
the organization handles about $1 bil- 
lion worth of oil business for the three 
services each year. The agency is fre- 
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quently pointed out as one of the more 
successful unified operations of the 
armed services. 

Each of the services is responsible 
for determining its petroleum needs 
each fiscal year. Each service then 
notifies ASPPA, which contracts with 
oil companies for the supplies. Usually, 
the purchases are made through com- 
petitive bidding. ASPPA also must in- 
sure that the supplies will be available 
at the proper place to fit military op- 
erations schedules. 


Under recent reorganization orders, 
the agency also is responsible for much 
of the military procurement planning 
on petroleum. 

Although ASPPA is a vital cog in 
the logistical support of land, air and 
sea forces scattered across the globe, 
much of its activity is also concerned 
with the oil needs of domestic posts, 
camps and stations. 

The new operating staff took over 
June 14 and the directorate chair- 
manship will change July 1. 
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"Te@)Nke - - - interpreting the oil news 


Atlantic Coast 


By 
Raymond E. Bjorkback 


For Better ‘Selling’ 


Esso Standard is sold on the idea 
that every employe should be “sell- 
ing” his company and its products, 
actively, in today’s market. 

To encourage this kind of support 
for regular sales activities, it held 
three meetings last week in New York. 
In addition to its own employes, those 
of affiliates and the parent company, 
Jersey Standard, in the city were 
included. 

Addressing the meetings were Esso 
President Stanley C. Hope; E. H. 
Collins, vice president and director, 
and B. L. Ray, director and general 
manager of marketing. 

Product presentations were made 
by W. G. Perriguey and J. B. Smith 
of the company’s sales engineering 
staff. 

Topics discussed included how em- 
ployes can help in meeting competi- 
tion, knowledge of and confidence in 
what Esso is doing to maintain leader- 
ship in sales and product quality, 
Esso’s product quality and claims of 
competing companies, and putting 
employes in a better position to an- 
swer questions about Esso’s products. 


Dealer Pipe Line 


Esso, incidentally, has established 
a retailer relations unit in its market- 
ing department. 

Duties of the unit will be to “as- 
sist in determining the needs of the 
field, convey these needs to specific 
New York departments concerned, 
then act in an advisory capacity in the 
development of specific materials and 
programs.” 

Named the Retail Dealer Merchan- 
dising Division, it’s headed by C. W. 
Bohmer, Jr., former assistant manager 
of the New Jersey Division. Assistant 
manager is H. J. Drucquer, former 
assistant manager of advertising and 
sales promotion. 


Tolls Falling Off 


The Pennsylvania Turnpike Com- 
mission may seek to drum up more 
business for its limited access route. 

Toll revenue in the first quarter of 
this year was down 11% from the 


level of the corresponding period last 
year, with truck tolls leading the 
decline. 

And the commission’s consulting 
engineers reportedly have recom- 
mended that it solicit business, par- 
ticularly from truck operators. 

Since 1944, trucks have accounted 
for almost two-thirds of the commis- 
sion’s revenue. Truck tolls were short 
of their 1953 marks by 14% in Janu- 
ary of this year, 17% in February, 
and 20% in March. 

Revenue from all manner of ve- 
hicles for the quarter was $505,075.96 
less than 1953’s $4,523,577.45. 


State PIC Activity 


The Maryland Petroleum Industries 
Committee on June 17 held its first 
state convention in its 22-year history. 

Scheduled speakers were Joseph P. 
Walsh, chairman of the American Pe- 
troleum Industries Committee and 
general counsel of Sinclair Oil Corp., 
and J. G. Jordan, Shell Oil’s market- 
ing vice president. 

Maryland thus joined a growing list 
of state PIC’s that go beyond county 
and area lines in holding meetings. 
Among those groups are the Connecti- 
cut PIC, South Carolina’s, Virginia’s, 
West Virginia’s, Alabama’s, Arkan- 
sas’ and New Mexico’s. Planning to 
hold state-wide conventions this year 
for the first time are North Carolina’s 
and Colorado’s. 


Pacific Coast 


By Charles N. Pollak 


The Oakland Case 


The Serve Yourself & Multiple 
Pump Assn. has engaged in many 
battles to revoke municipal self-serve 
bans since 1947, but it ran into one 
of its toughest in Oakland, Calif. The 
city has had an ordnance prohibiting 
self-service, for reasons of safety, 
since 1948. 

However, for reasons best known 
to themselves, the city fathers did not 
enforce the ordinance. Meanwhile, 
Simas Bros., a private-brand operator, 
constructed four large multipump 
stations and boldly ran them on a self- 
serve basis. This persisted until last 
February when the ban was enforced. 

Owner Walter Simas, backed by 
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SYMPA, began soliciting signatures 
on an initiative petition which would 
have the effect of forcing the city 
council either to revoke the ban or 
call a special election to decide the 
issue. 

According to Dan _ Lundberg, 
SYMPA executive secretary, the corps 
of unpaid petition-carriers recruited 
to do the job faced unprecedented 
obstacles. For one thing, he said, 
Oakland voters had sanctioned just 
one successful initiative in the past 43 
years. Also, they were required to 
provide a separate sheet for each 
name, and to have each signature 
notarized or verified by specially depu- 
tized witnessing officers. And 8,547 
names were needed. 

Last week, Lundberg reported, 
Simas turned over to city officials 
petitions bearing 13,558 names. If 
they are accepted as valid, councilmen 
face the unattractive alternatives of 
either calling a costly special election 
in the city of 384,000 or rescinding 
their own prohibition. 

Lundberg believes the lesson in the 
Oakland struggle is this: “It’s not the 
merchandising system of serve your- 
self per se which provokes support 
for bans and stimulates price warfare. 
Nor is it the so-called safety aspect 
of operating these stations. Rather is 
it a case of trouble being visited upon 
the self-serve operator who takes ad- 
vantage of his low costs to maintain 
a red-flag price differential between 
his station and those of his major- 
brand competitors.” 


Sunset Conversion Spreads 


The arrangement by which Sunset 
Oil Co. stations in Southern California 
are being converted to handle Union 
Oil Co. branded products is expected 
to continue “indefinitely,” following 
completion of the original batch of 
approximately 100 such conversions. 

Arthur C. Stewart, Union’s market- 
ing vice president, said last week that 
additional Sunset outlets will be con- 
verted if and as they conform to the 
standards of his company. Among 
these, he said, is a requirement that 
a station must be selling a minimum 
of 15,000 gal. monthly, but preferably 
around 30,000 gal. He added, “It de- 
pends how they get the 15,000.” 

He indicated that the program will 
embrace stations that Sunset may ac- 
quire in the future in addition to exist- 
ing ones. The conversions have 
reduced to around 40 the number of 
Golden Eagle (Sunset’s brand-name) 
stations operated in the Los Angeles 
basin. 

First news of the program came 
on March 16 when Union announced 
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REGIONS 

that Sunset would become a retail 
distributor of “76” and “7600” gaso- 
lines and Royal Triton motor oils. 
Since then, the Sunset stations have 
been repainted in Union’s orange, 
blue and white color scheme and are 
Union establishments as far as the 
motoring public is concerned. 

According to Leo Pearlston, Sun- 
set’s vice president and sales manager, 
the conversion program now will ex- 
tend to northern California, centering 
on the San Francisco Bay area where 
Sunset last December purchased 18 
multipump units from Craig Oil Co. 
Union helped Sunset finance that ac- 
quisition. 

Consequently, current speculation 
centers on whether the program will 
spread up the coast to Oregon and 
Washington where, in February, Sun- 
set bought 150 stations of United 
Petroleum Corp. (NPN, Feb. 24, p. 
44). Both Union and Sunset answer 
this question by saying, in effect, “Not 
now.” 

Completion of conversion details 
in Southern California was marked 
by a dinner given for the “converted” 
dealers with members of top manage- 
ment of both companies in attendance. 
The affair was the seventh of a series 
staged to familiarize the former Gol- 
den Eagle managers with Union’s 
“Minute Man Service,” and to pass 
along the know-how gained from that 
company’s long experience in re- 
tailing. 

Topics discussed during the first 
six dinners included customer service, 
credit, gasoline and lubricants, sta- 
tion maintenance and operation, lube 
bay procedure, TBA, station paper- 
work and, finally, personnel handling. 

The series concluded with some 
tips on selling “in order to weld our 
business methods” given by Allen E. 
Grogan, Union special representative 
in charge of the conversion training. 
He summarized these as follows: 

|. Find the customer’s needs 
through an exacting pump island pro- 
cedure designed to uncover them. 

2. Fill the needs by presenting the 
products to the customer in a logical 
manner. 

3. “Build the value above the price 
... that’s part of the franchise which 
you enjoy.” 

4. Close the sale, using a greeting 
such as, “Good morning—shall I fill 
it with 7600?” Grogan emphasized 
that “We close the sale by asking for 
the order.” 

5. Follow up the sale by telling the 
customer what’s been done and what 
needs to be done. Mail oil change and 
lubrication reminder cards to the 
customer. 
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Midwest 


By Leonard Castle 


The New Generation 


Don P. Neverman, sales manager 
and secretary-treasurer of the Never- 
man Oil Co. at Menominee, Mich. 
and Marinette, Wis., typifies the rising 
young generation of executives who 
are moving into important positions 
in the Independent segment of the oil 
industry. 

These are able, intelligent, well- 
educated young men who, for the 
most part, grew up in the oil industry, 
know its problems and needs and, by 
their presence, assure a strong, vital, 
aggressive Independent segment. 

They hold responsible management 
posts in their own organizations. They 
also are active in industry affairs and 
in their state jobber associations. 
Most of them are civic leaders. 

They include such young men—to 
name only a few—as John I. Kaiser 
of the Eau Claire Golden Rule Oil 
Co., Eau Claire, Wis.; Robert L. 
Aden of the South Dakota Oil Co., 
Sioux Falls; Pete Rennie of the Ren- 
nie Oil Co., Traverse City, Mich.; 
Miles G. Schermerhorn of The Scher- 
merhorn Co., Peru, Ill.; Gene and 
Russell Williams, Jr. and William L. 
Barr of Gaseteria, Inc., Indianapolis; 
William Schierholz, Jr. of the Fuel 
Oil Co. of St. Louis, and Walter Ham- 
burg of the Milton Oil Co., St. Louis. 

We spent a day last week in Mari- 
nette and Menominee with Don 
Neverman, his father, Paul F. Never- 
man, president, and his brother-in- 
law, Hans Thomsen, vice president, 
learning about their balanced selling 
program for a future NPN story. 

Their company won the Phillips 
Petroleum Co.’s 1953 “Across the 
Board Jobber Contest” and five shares 
of Phillips stock for the greatest in- 
crease in yearly sales, on a quota basis, 
of seven items. These are gasoline, 
motor oil, grease, burning oils, tires, 
batteries and accessories. 

Don Neverman, at 35, already has 
served for three years as president of 
the Marinette City Council, and for 
five years as a member of the council. 
His six-year term as a director of the 
Wisconsin Petroleum Assn. recently 
expired. He has been active in affairs 


of the Michigan Petroleum Assn. He 
is president of the Marinette Kiwanis 
Club, and a member of the council of 
the St. James Evangelical Lutheran 
Church. 

He is Marinette chairman of the 
Oil Industry Information Committee 
and Marinette County chairman of 
the Wisconsin Petroleum Industries 
Committee. He has been active in the 
Wisconsin Young Republican organi- 
zation. Despite all these outside activi- 
ties, he found the time to play an 
important part in directing the bal- 
anced selling program which won the 
Phillips contest. 

Neverman has a deep and abiding 
faith in the future of the efficient 
Independent jobber, feeling that he 
can perform the marketing function, 
under most conditions, more effectively 
than a major company competitor. 
But he stresses that the jobber must 
operate efficiently, and always strive 
to find new ways of reducing operating 
costs and upgrading his operation. 

“The Independent jobber can do a 
better job because he’s closer to his 
customers than the major company,” 
he says. “He is a part of the commu- 
nity and should attempt to serve his 
community outside his oil business. 
He lives with his customers, he knows 
them, and he is their personal friend.” 

Jobbers should make every effort 
to diversify their business, he con- 
tends. They should handle as many 
different items as possible and be open 
to new ideas and opportunities. They 
should stress TBA sales to their deal- 
ers. All of these things, he feels, tie 
in with a balanced selling program 
that means wider profits for the alert 
and aggressive Independent. 

“Jobbers must keep their own 
house in order,” he states. “They can’t 
accuse the major companies of unfair 
competition while. going out them- 
selves and cutting the consumer tank 
wagon price on deliveries to farmers. 
They can help keep the jobber’s house 
in order by participating in activities 
of their state associations and the 
National Oil Jobbers Council.” 

Neverman feels that NOJC has 
taken an important step toward a 
long-range program to upgrade the 
jobber operation by deciding to spon- 
sor an educational program designed 
to help jobbers become more efficient 
managers. 

“That program should be one of 
the finest things that jobbers ever 
sponsored,” he says. “If carried 
through, it should go a long ways 
toward helping jobbers everywhere 
become better marketers and assure 
the continued growth and importance 
of our segment of the industry.” 
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Refined Oil Prices Generally Weak As 
Crude And Products Oversupply Mounts 


This week marks the first anniversary of the 
last general increase in crude oil prices, which saw 
most purchasers boost their postings an average 
of 25¢ bbl. 

And some oil men now see that increase in 
danger. 

The year since last June has been one of mount- 
ing supply, with imports the bone of contention 
for producers. It has been tougher pricewise for 
refiners. 

There is nothing specific as yet to indicate that 
crude oil prices in general will fall. But the pres- 
sure from declining prices for refined products is 
increasing daily. 

Last week—the second full week since Memorial Day, 
which most sellers look on as start of the big gasoline 
season—saw : 

—More imports reductions, as result of oversupply in 
domestic markets. 

—Depressed gasoline prices in virtually every whole- 
sale marketing area east of the Rockies. 

—Continued trouble at the retail level, with “under 
canopy discounts” of 2¢ a gal. said to be common on 
gasoline at service stations in many parts of the Midwest. 

—A weak lubricating oil market, causing some refiners 
to crack lube distillate, with this only adding to the gaso- 
line surplus. 

—A weak distillate market. 

—An all-out fight in the east for utility company busi- 
ness with some suppliers offering to supply either coal 
or oil in an effort to keep accounts on their books. 

Reduced Imports Planned—More importing companies 
notified the Texas Railroad Commission of plans to re- 
duce imports, to go along with reductions already an- 
nounced by The Texas Co. (14%) and Esso Standard 
(14,000 b/d). 

In reports to Railroad Commission chairman Ernest O. 
Thompson, Atlantic Refining Co. announced 10% reduc- 
tion, or 6,500 b/d, starting this month; Gulf Oil said it 
would cut back 10% from July on; and Socony-Vacuum 
announced plans for 3,000 b/d reduction in October, and 
9,000 b/d later on, as far as its east coast imports are 
concerned. 

Agree Stocks Too High—Most of the company officials 
reporting to General Thompson seemed to agree there is 
an oversupply of petroleum in domestic markets today. 
But some said certain conditions made it necessary for 
them to continue present import schedules. 

Robert E. Wilson, chairman of board of Standard Oil 
(Indiana), said that company’s subsidiaries import only 
small amount of specialty crude, have no immediate plans 
to either increase or decrease schedules. These subsidiaries, 
Wilson said, are “increasingly affected by competition 
resulting from running of cheaper imported crude to our 
eastern refineries. In view of this situation, I don’t see 
how we can, in justice to them, ask them to continue 
indefinitely with their present severe limitations of crude 
imports.” 

Wilson said, however, that U. S. stocks are too high 
and that imports are partly responsible. 

“Reductions must be made by those companies whose 
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imports supply a high proportion of their domestic demand 
for crude petroleum and products. If each company would 
reduce its proportion of imports supplying domestic needs 
to a level satisfactory for industry as a whole this problem 
would readily be solved,” Wilson wrote commission. 

P. C. Spencer, president of Sinclair Oil Corp., wrote 
that his company has contracts requiring it to take im- 
ports already scheduled. 

Increases Domestic Purchases—“We are holding the 
line on crude imports to obligations made some time ago 
At same time, we have substantially increased our pur- 
chases of domestic crude,” Spencer said, adding that 
company produces crude in U. S. and “we share same 
disadvantages when domestic production, for any reason, 
is held back.” 

In announcing 10% reduction from its previous schedule 
of 65,000 b/d imports in June and later months from 
South America and Middle East, Atlantic Refining pointed 
out that some of company’s imports were necessary to 
supply its commitments for certain specialty products 
principally asphalt and wax—and contractural purchases 
for approximately 28,000 b/d of Venezuelan and Kuwait 
crudes were made during shortage years of 1947-48, when 
Atlantic’s deficit crude production position “became a 
serious hazard to company security.” 

Inventories Real Burden—Eastern States Petroleum 
Co.’s R. B. Kahle said high inventories are placing “a real 
burden on oil producing industry. We must compete with 
sales of finished products against production of eastern 
refineries operating on substantial quantities of foreign 
crudes produced by these same companies. To maintain 
this competitive position, we must buy some foreign oil.” 

As for the domestic outlook, Independent Petroleum 
Assn. of America reported the spread between average 
prices for crude oil and principal refined products for 
May were down 2¢ bbl. from April to lowest levels since 
the Spring of 1950. 

Refiner’s Margin Narrows—While the association points 
out that its price averages are prepared to reflect trend 
in oil prices and should not be interpreted as showing 
actual sales realization for producers or refiners, it’s only 
too apparent what has happened to the refiner’s position in 
the period since last June’s crude price boost. 

Immediately following the crude price advance, the 
spread between average crude oil prices and average 
prices for four principal refined products—gasoline, kero- 
sine, light fuels and heavy fuels—jumped to $1.06 bbl., 
increased another 1¢ to $1.07 in September last year. 
This spread was down to $0.93 bbl. in May of this year 
reflecting steady decline in prices for most refined products 
since last Fall. 

Makes Second ‘Gas’ Cut—The biggest gasoline price 
development came late in the week, when Standard Oil 
Co. (Ohio) announced further reductions in its wholesale 
prices of 0.15¢ gal., effective June 11. This made total 
reductions by Sohio since June 4 of 0.85¢ at dealer level 
and 0.7¢ at jobber level. 

In addition, Sohio reduced retail prices at its company- 
operated stations 0.1¢ gal., making total retail reduction 
of 1.1¢ gal. since June 4. 

Weakness in gasoline market and consequent lowering 
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of price levels caused by current oversupply of gasoline 
in relation to demand, made reductions necessary, Sohio’s 
vice president in charge of sales, Samuel H. Elliott, 
declared. 

‘Gas’ Inventories Rise—In addition to general price 
weakness, there were statistics to back up the charge of 
oversupply. Gasoline inventories in week ended June 5 
rose contraseasonally about 850,000 bbls., according to 
API figures. Early June inventories were 15% higher than 
they were a year ago—represented 49 days’ supply as 
against 44 days’ supply last year—whereas demand forecast 
covering next 90 days is only a fraction of 1% above 
actual consumption during June, July and August 1953. 

At other points, in the wholesale markets, there weren't 
many outright reductions in gasoline prices. But there was 
plenty of talk about “discounts.” 

In the Midwest and Mid-Continent, refiners continued 
to report heavy shipments but said the good demand was 
offset by weak price conditions caused by topheavy in- 
ventories. 

Discounting Continues—Talk of 0.25¢ to 0.375¢ “off 
published prices” for gasoline at Great Lakes Pipe Line 
terminals, plus transportation, was common. Discounts of 
0.5¢ were not as common, but there were some cases 
where material was offered that low. 

And at the Gulf Coast, most reports pointed to worse 
conditions than had existed prior to Memorial Day. For 
instance, 95 oct. research premium gasoline reportedly 
was available at 0.25¢ off on firm offer, with discounts 
of greater amounts available on the lower octane grades. 

A major at the Gulf who said he expects continued in- 
creases in gasoline inventories nationwide, declared that 
“general readjustment is inevitable” unless refinery runs 
are cut back, as well as domestic crude production and 
imports. 

Lube Oils Weak—A weak lubricating oil market wasn’t 
helping the gasoline situation any. In Western Penna., 
prices for bright stock, cylinder stocks, and neutral oils 
were 0.5¢ to 1¢ gal. lower; in the Mid-Continent, some 
refiners reportedly were cracking lube oil charging stock 
thereby adding further to the gasoline surplus. 

Heavy fuel wasn’t left out in the general trend toward 
lower prices and more all-out selling efforts. 

Offer Choice In Btu’s—In the east, it was said that 
some marketers handling both coal and heavy fuel had 
approached eastern utility companies with offers to supply 
Btu’s—of coal, if coal is cheaper, and oil, if oil is cheaper 
—with seller having option of what commodity he will 
furnish. 

Commodity-choice offers solve problem which some 
strictly marketing companies currently face: that coal can 
undersell oil on a thermal basis at most middle atlantic 
points. “Choice” deals may save some permanent conver- 
sions from bunker oil to coal, but trend won’t go too far, 
for there are only a few large independents able to furnish 
both coal and No. 6 fuel. 

Heavy Fuels Down 0.5¢—In Detroit and Toledo, heavy 
fuels were quoted lower with two refiners reporting 0.5¢ 
reductions in their prices. New price range lows at Toledo 
are 7¢ gal. for No. 5 fuel, 6.5¢ for No. 6. At Detroit, ter- 
minal prices range upward from 7.6¢ for No. 5, and from 
6.85¢ for No. 6. 

Also, in Cleveland, No. 5 fuel was quoted at 8.15¢ 
gal., delivered, and No. 6 at 7.5¢, both off 0.5¢ gal. 

Reports indicated “under canopy discounts” of 2¢ gal. 
for gasoline at service stations at many points in midwest, 
but in some cases, there was improvement in cities where 
outright retail wars have been going on. 

Miama, Fla.—Market here was described as “healthier 
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than at any time this year,” with retail and tank wagon 
prices “near normal.” Prices had dipped to lowest level 
since before World War II. Most suppliers advanced tank 
wagon postings for regular-grade to 15.4¢ or were giving 
only 0.7¢ “special allowance” off “normal” 16.1¢ price, 
netting same amount. Tank wagon prices had dropped to 
8.9¢. Price at most major brand stations is now 19.9¢, 
compared with 11.9¢ and 12.9¢ month ago. Private brands 
are priced at 17.9¢ with a few at 16.9¢ and one at 15.9¢. 
Miami prices are ex 9¢ state and federal taxes. 

Philadelphia, Pa.—‘“Price support” to dealers in north- 
east section of city was withdrawn but retail postings for 
regular-grade gasoline were still 16.9¢, or about 4¢ under 
normal, at major brand stations. About half the stations 
in that area, however, had pulled down their “circus 
signs.” Suppliers had been guaranteeing dealers 4¢ margin, 
granting “voluntary allowances” of 2.5¢ off 15.4¢ posted 
tank wagon, or “giving help on rent.” All this, it was 
said, was discontinued the past week. Philadelphia prices 
are ex 7¢ state and federal taxes. 

Roanoke, Va.—Gasoline was advertised at 8¢ “under 
normal” as retail price cutting continued. Most stations 
were still posting “normal” price for regular-grade of 
23.9¢, but “discounts” of 8¢ gal., and at four stations 9¢, 
were given off posted prices. Tank wagon prices remained 
at normal 16.9¢ but price assistance amounting to 4¢ to 
4.5¢ gal. generally was being given. Roanoke prices are 
ex 8¢ state and federal taxes. 


Atlantic Coast 


Prices Easy For Most Products 


When it was a question of getting new business, or 
holding old accounts—which was practically all the time— 
East Coast prices the past week were reported “easy.” 
There was no special weakness, no general cuts in prices, 
but virtually all products could be found at lower than list. 

Trading was almost at a standstill, and the majority of 
suppliers were negotating with their heating oil resellers 
on what quantities they would take during each of the 
coming months of the next heating season. 

At New York harbor, spot discounts (off 8.95¢) up to 
0.2¢ gal. were obtainable for prompt barges of No. 2 fuel. 
This was not an attractive matter to buyers whose regular 
suppliers are holding off billing until Oct. 1 and giving 
price protection in the meantime. - 

At most Middle Atlantic points, No. 6 fuel competition 
was a dog-eat-dog affair, and rumors were current that 
“special top” prices had been granted at Philadelphia to 
combat competition from soft coal. 

Gasoline sellers were everywhere, for most eastern mar- 
keters said that sales this season to date have been a “dis- 
appointment.” The best sales report was given by one 
major, who said that volume at his outlets so far this year 
was 5% greater than the same period in 1953. Other 
reports on gasoline sales were decidely less optimistic. 


Gulf Coast 


Prices Generally Continue Weak 


There was general weakness in prices for cargo lots al 
the Gulf in mid-June. And demand was exceptionally 
quiet. 

With gasolines and distillates in ready supply, and few 
takers on the horizon, most prices were subject to “dis- 
counts.” These “shadings” for the most part ranged from 
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Summary of Gasoline Prices (June 8 through June 14) 





Motor Gasoline 95 Oct. (Premium): 


N. Tex. (Texas & New Mex. sh 
be =i 


> 8 bests) 
Mex. sh: 
& Skew Mex. - il 


cane & Now Men. chpt.) poredasaees 
oo 


pt.). 
‘exas & New Mex. sh 
fe P a es. henna Tnsp.). “ ot). 


Motor Gasoline 92 Oct. (Premium): 
New York harbor 














Monday 
June 14 


3. eis. 1 


(6)11.25-11 .375(3) 
10.75-11. ee) 
10.75-11 .375 
11.5-12.7 
11.5-12.25 
11.5-12.25 


(2)10.75-11.8 
11.25-11.5 
(2)11-11.125 


15.4-16.1 


2 * 14.1 
12.75-12.8 


15.15-16.4 
13,9(2) 


14.75-15 .25 
18.75-14 


15.5 
18.75 


Friday 

June ll 
12 .625-14.55 
13 .25-13.8 
18 .6-18.76 


(4)12 25-18 .875 
11.75-1 


(6)11 26-11 .875(8 
10. a F $7602) 
10.7 -— 

11. bie 

11 .5-12.25 

11.6-12.25 


10 25-10. 5e) 


(2)10.75-11.8 
11.25-11.6 

(2)11-11..126 
16.8 
15.4 

(2)16 .4-16.6 
15 .4-16.1 
8. 2-36. 38 

ais. 9-14.6 
18.$(2) 
12.7-14.1 
12.76-12.8 


15.15-16.4 
18.9(2) 


14. 75-165 .25 
18. 75-14 


15.5 
18.76 


Thursday 
June 10 


12 .625-14 55 
13 .25-18.8 
18 6-18.75 


(4)12 25-18 .875 
11.75-18 


(6)11 .26-11. 1 ore? 
10 . 76-11 .875(2 
10.75-11.875 
11.6-12.7 
11 .6-12.26 
11.5-12.25 


10 26-10 .625(8) 
” -25-10 .625 
0 25-10 .625 
ai: 76-11.8 
11.25-11. 
(2)11-11.125 
16. : 


15.4 
(2)16 4-16 .6 
15 .4-16.1 


18. 36. 8 
12-14 .2 
(8)18 .9-14.6 
18 .8(2) 
12.7-14.1 

12.75-12.8 


15 .15-16.4 
138.9(2) 


14.75-15 .25 
18.75-14 


15.5 
13.75 


Wednesday 
June 9 


12 .625-14.55 
13.25-13.8 
18 5-18.75 
(4)12 25-18 .876 
11.76-18 
11.76-18 
12.625-14.2 
13(2) 
18 
18 


(6)11 .26-11 875 
10 .75-11 .875(2 
10 . 75-11 .875 
11.612. 
11 .6-12.26 
11.6-12.25 


10 25-10 .625(8) 
10 .25-10 625 


6 
(2)11-11 126 
16.8 
15.4 
(2)16 .4-16 .6 
15 .4-16.1 
18 .45-14.8 
12-14.2 
(8)18 .9-14.6 
18 .8(2) 
12.7-14.1 
12 .76-12 .8 


15 .15-16.4 
18 .9(2) 


14.75-15 .25 
18. 75-14 


15.5 
18.75 


Toesday 
June 8 
12 625-14.55 
18 .25-13.8 
18.5-18.75 


(4)12 .25-18 .3875 
11.76-18 
13(2) 
18 


on. 26- il. 875 (8) 
0 .76-11 .876(2) 
10. 75-11 .875 
11.6-12.7 
11.6-12.26 
11.6-12.25 


10 25-10 625 (8) 
10 25-10 625 
10 25-10 625 

@N10.76-11.8 

1.25-1 

@yii-il. 26 
16.8 
16.4 

(2)16 .4-16.6 
15 .4-16.1 
18.45-14.3 


12. 
12. 15- 12 8 


15 .15-16.4 
18 .9(2) 


14.75-16 .25 
18 .75-14 


15.5 
183.76 





0.25¢ for distillates up to 0.5¢ on low octane gasoline. 

The general weakness became apparent when 300,000 
bbls. of 95 oct. premium gasoline were offered out, with 
no takers. During May, top-quality gasoline was one of 
the few products in demand, but apparently the eastern 
buyers who were anxious to get 95 oct. last month no 
longer were interested. While prices were not indicated on 
this two-cargo-plus spot offering, the material reportedly 
could be had at “0.25¢ off” (12¢). 

Regular-grade gasoline and lower octanes reportedly 
were available at “discounts” ranging from 0.375¢ to 0.5¢. 
And spot No. 2 fuel, although there were no sales or gen- 
eral offerings to confirm it, was said to be susceptible to 
bids down to 7.75¢. 

It was not a pretty picture from the refiners’ standpoint. 
The only product that was firm pricewise was bunker “C” 
fuel—quoted at $1.85 bbl. 

No sales were reported, and no changes in quotations. 
However, the belief was strong that a “general adjust- 
ment” was inevitable unless refinery runs are cut back, 
as well as domestic crude oil production and imports. The 
biggest road-block facing refiners was the nation’s inven- 
tory of gasoline—15% above that of last year—and 
demand this season may show a little or no gain over 1953 
for several months. 


Chicago District 


Gasoline Prices Down 0.125¢ 


Chicago District prices for regular and premium-grade 
gasoline ranged 0.125¢ lower last week when a river 
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terminal operator reported a “competitive reduction.” 
There was little interest in spot offerings of any product, 
however. Light and heavy fuels were in “summer quiet.” 

Regular-grade gasoline was quoted at 11.75 to 13.35¢, 
FOB Chicago District, premium gasoline from 12.75 to 
14.85¢, both down 0.125¢ on the lows. 

Refiners in general complained increasingly of “low” 
prices for gasoline from river terminals to private brand 
outlets and on unbranded business. In some instances, 
unrelenting pressure resulted in “defensive adjustments” 
where there was no other way out of losing an account, 
but refiners said they were refusing to meet “lowest 
prices.” 

Adjustments in instances where jobber and dealer were 
seriously threatened amounted to 0.5¢ to 0.75¢ in a number 
of cases. One supplier said he was sure he would soon have 
to make his third “temporary adjustment” on gasoline to 
regular outlets for a total of 0.8¢ in past several weeks. 


Midwestern (Chicago-E. St. Louis Area) 


Gasoline ‘Stiffer Attitude’ Fails 


A number of large refiners showed a stiffer attitude 
toward meeting “O.5¢ off” discounts on gasoline at Great 
Lakes Pipe Line terminals in upper Midwest states last 
week. Nevertheless, the downward pressure on prices due 
to high stocks failed to shake this virtually standard dis- 
count to spot buyers. 

Light fuels were easy in wholesale markets, but there still 
were no special summer tank wagon prices. Most large 
refiners indicated they were resorting to delayed billing 
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Crude Oil Prices 


No changes reported in crude oil prices in 
week ended June 12. For crude oil price sched- 
ules, see May 26 NPN, P. 56-57. 











(Oct. 1) and guarantees in case of price decline, to stimulate 
summer-fills. 

Wyoming/ Montana offerings of high-sulfur No. 6 fuel 
still ranged from $0.65 to $0.75, Group 3 basis, for resale. 
One reseller, however, said his bid for a large quantity at 
$0.65, Group 3 basis, for forward shipment at regular 
intervals was turned down. Midwest refiners’ quotations 
for No. 6 fuel ranged from $1 to $1.15, Group 3. 


Mid-Continent 
All Product Prices Weak 


Prices for all refined products in the Mid-Continent 
were weak the past week. And, most refiners admitted, 
there was little chance of improvement in the near future, 
since inventories were high with demand light for all 
products except gasoline. 

But even gasoline has long way to go before supply and 
demand picture will be “comfortable,” most refiners said. 
Withdrawals at northern pipe line terminals were good, 
and local farm business was booming with wheat harvest- 
ing going full blast in Oklahoma and moving into Kansas. 
But despite this demand, inventories were described as 
“still top-heavy, both in the (Great Lakes) line and at 
refineries.” 

As result of large stocks, gasoline prices were not im- 
proving any. Refiners’ quotations to general trade were 
generally unchanged, but most agreed gasoline could be 
bought easily at 0.25¢ to 0.375¢ “off published prices,” 
plus transportation, at most terminals, and in some cases 
at 0.5¢ off. 

Some heavy fuel was showing up at $0.85, Group 3, for 
resale, but this was mostly high sulfur material. Low 
sulfur No. 6 was still being held, in most cases, for $0.90 
and up, Group 3, for resale, with refiners asking from 
$1.00 and up, Group 3, to general trade. 

Lubricating oils were feeling effects of reductions in 
prices for Western Penna. lubes. One refiner said these 
reductions were hurting the Mid-Continent lubes, which 
already were weak. Same refiner added that, while he had 
heard of no “out-right shading of prices,” he wouldn’t be 
“a bit surprised that some are already selling under the 
market.” 

Distillates were slow, as expected for middle of June. 


Central Michigan 
Refiners Study 3¢ Distillate Maxgin 


Most important development in Central Michigan last 
week was trend toward pushing jobber margins for distil- 
lates up to 3¢ gal. from a present range in most cases of 
2.5¢ to 2.8¢. 

With one large oil company currently soliciting next 
heating season contracts on 3¢ basis, some local refiners 
said it would indicate the trend to widen margins already 
was well established. 

UGI gas oil prices ranged from 8.75 to 10¢, FOB 
Central Michigan, up 0.5¢ on the low, when one supplier’s 
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quotation was withdrawn. No other changes in quotations 
were reported the past week. 

Gasoline was in strong demand; nevertheless, competi- 
tion for large commercial business resulted in price cutting 
to the consumer trade. Detroit, in particular, was hard hit 
by price cutting to large commercial users, and tendency 
to cut to this class of buyer was fanning out rapidly. 
Lansing was another point said to be subject to general 
price cutting to commercial accounts. 

Warm weather brought an increase in heavy fuel inven- 
tories, but reports still were mixed regarding prices. Dis- 
counting to hold customers continued in some areas. 


Western Penna. 


Lube Oil Prices Down Again 


Lubricating oil quotations dropped another 1¢ for 
neutral oils and cylinder stocks in Western Penna. last 
week, with bright stock also down 0.5¢ gal. Prices for 
other refined products were generally unchanged. 

Early in the week there, was almost complete lack of 
demand for lubricating oils, but, following the drop in 
prices, some refiners said there was a “slight revival” of 
buyer interest. 

Low quotation reported for 25 pour 200 vis. neutral was 
17¢, and 25 pour 150 vis. neutral 14¢, with bright stock 
offered at 14.5¢ low. Two small-lot sales of bright stock 
were reported at the new low. All grades of cylinder stock 
were quoted 1¢ lower with 600 steam refined at 10¢, 
650 s.r. at 11¢, 600 flash 12.5¢ and 630 flash 14¢. 

Buyers continued to bid lower than “the market” for lube 
oils but refiners appeared less disposed to take on business 
at other than the low reported quotations than recently. 

Crude scale wax and petrolatums continued strong and 
tight. Most refiners are sold up on wax for the balance of 
June. 


Industrials Cancel LP-Gas Orders 


Cancellations and order deferrals from industrial con- 
sumers on butane and propane were reported in the Mid- 
Continent the past week. Spot sales of most volatile 
products generally were slow, although demand for iso- 
butane showed improvement. 

Contract prices, Group 3 basis, were unchanged, with 
some producers quoting propane at 3¢ gal., and others 3¢ 
less 0.5¢ summer-fill allowance. Spot propane, however, 
still was a get-what-you-can proposition, some producers 
said. 

In both West Texas and Oklahoma, propane and butane 
for prompt shipment were offered freely at 2¢ with few 
takers. On other hand, iso-butane prices were firm at 9¢, 
lower Mississippi, and demand reportedly was in excess 
of supply. 





NPN Gasoline Index 
(cents per gal.) 


Dealer T.W. Tank Car 
June 14 16.11 12.35 
Month Ago 16.12 12.37 
Year Ago 15.63 11.85 


Dealer index is an average of dealer tank wagon price 
ex tax in 50-cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 
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Dock hose with tube and cover of NEQPRENE 
can take the toughest service 


BUY HOSE YY 
A THAT'S MADE FOR} 


DOUBLE LIFE 





Neoprene inside 
for asmooth, fast-flow- 
ing tube that resists 
softening and swell- 
ing effects of oils and 
most chemicals...does 
not form mushy spots 


June 16, 1954 + 


NATIONAIL 


Neoprene outside 
for a cover that resists 
cutting, chipping and 
stands up to flexing, 
sunlight and weather- 
ing—even when soaked 
with oil or chemicals. 


In loading a tanker, dock hose is 
often twisted, dragged over deck 
edges and rough surfaces .. . ex- 
posed to oil and weather. Under 
these demanding conditions, hose 
with the double protection of a neo- 
prene tube and cover serves year in 
and year out—saving money on 
both replacement and maintenance. 





The rubber made by 
Du Pont since 1932 


Name. 


Wherever you need hose to han 
dle petroleum or chemical products, 
there’s a hose made with neoprene 
that will give you thissame premium 
performance. Next time you order, 
tell your supplier you want the ex- 
tra life of hose made with a neo- 
prene tube and cover. He’ll be glad 
to point out the type you need. 


FREE ! THE NEOPRENE NOTEBOOK 


Every issue contains illustrated case histories, in 
teresting stories, new applications of neoprene 
Clip and mail this coupon to E. |. du Pont de 
Nemours & Co. (inc.), Rubber Chemicals Division 
NP-6, Wilmington 98, Delaware 


Position 





Firm 





&t6 Us. rat off 


BETTER THINGS FOR BETTER LIVING | Address 














«+» THROUGH CHEMISTRY 
i = 
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PRICES in effect June 14 at Refineries and Terminals 


Gaso CALIFORNIA ARK. (For shipment to Ark. & La, 
line Los Angeles Dist.: 
OKLA., Group 3 (Okla. shpt.) 90 Oct. Prem..... )18.85-18.1 

'4)12. 25-18 .875 BD Ga Bile coccewesseses oie oie 6a) 


San Francisco Dist.: 


98 Oot. Prams. .cccccccece 17.85-18.6 
80 Oct. Reg. .. econ 16 .85-16.1 


San Joaquin Valley Dist.: 
10. 25-10 . 626 90 Oct. Prem..........-.. | 17.85-18.6 
80 Oct. Reg...cccccccccces 16 .85-16.1 


11.75-18 


11.75-18 


10.75-11.875 
10. 25-10 625 Kerosine, Gas & Fuel Oils 


OKLA., ae 3 (Okla. shpt.) 


11.25-11.5(2) 
10.5 


.875-9.75 No. 1 10.5-11" 
: @yo-te1i 8 . 1 fuel No. 2 fuel 10-15-10.76(2) 
W. TEX. (Texas & New Mex. shpt.) 


Si ; : 1. 85 
58 & above D.1: Diesel. ; : ; . : No. 2 fuel (8)10.15-11.1 
No. 1 fue! : ; : 10. 15-11 
No. 2 feel: oe : . 
. . CENTRAL MICHIGAN 
(2)11-11. 125 (FOB Central Michigan refineries. ) 
CENT. W. TEX. (Track transport lots) 


11.3-11.8(2) 
8.75-10 


7.25-8 .25(2) 
1-7 .5(4) 


42-44 w.w. 
58 & above D.I. Diesel. . . 
No. 6 fuel 


(8)12.25-12.75 


11-11.625 
10.88-11.25 42-44 ww... 


a : by ° 
WESTERN PENNA. 0. 2 fuel. .. (2)9.25-9. 
Bradford-Warren: . . CALIFORNIA 


15.15-16.4 E. — aI transport lots) San Joaquin Valley Dist.: 


13.9(2) eee - 20, 5-9.152) O36 as 
58 < home D.1. Diesel. 15-9 .7 
14.75-15.25 No. 6 fuel.......... vr $1 "30-1. 4 


18. 75-14 Cur. v. TEX. (Truck transport lots) 
42-4 
16.5 58 ry above D.I. Diesel. . 40-43 w 
18.765 No. 2 fuel 8. Heavy “fuel (PS 06). 
. . Light fuel (PS 300).. 
Ohio—Quotations of 8.0. Ohio for delivery to Diesel fuel (PS 200). 
Ohio points: —— (For Kansas destinations only Stove dist. (PS 100) 
NS Pe, (3)9 .375-10.5 
8 & below DL. Dien! tht ey {eo 818 mn agg = (2)13.8-14.% 
CENTRAL MICHIGAN 5 above iesel.... > ~9.875 GED Dac cc gcccccccccce 
(FOB Central Michigan refineries) : (3)9. 125-10 25 Heavy fuel (PS 400)....... $1. 80-2. 10 


. 8.25-9 875 ceseees $2.256-2.80(3) 
(4)14.5-14.75(2) ‘ g 10.25-18.2 


1.65 
(4)18 .6-18 .76 $1. 20-1. 30(2)x 10.5-14.7 


Prices herewith are reproduced from Platt’s OJLGRAM Daily Oil distribution or publication. During periods of short supply, some sellers 
Price Service, associated with National Petroleum News, whose rep- and at times all sellers, withhold quotations to new customers or the 
resentatives in all NPN-OILGRAM offices devote their time enaiashedy posting of firm prices but give OILGRAM the prices they otherwise 
to reporting oil industry prices everywhere. would quote to the trade in general and which they confine to their 

Prices shown in tables are sales prices or quotations or general offers regular customers only, and such prices appear in the price tables. 
or posted prices by refiners, by pipeline terminal operators, and by Gasoline ratings are by ASTM Research Method and are minimum 
tanker terminal operators; for current sales and shipments; for the busi- ratings, except where letter M is used to indicate that octane rating is 

day or period stated; except Tank Wagon prices, prices are for by ASTM Motor Method. For further details of price_conditiors apply 

Ik lots such as tank car, truck transport, barge; prices applying to to any NPN-OILGRAM office or see back of any OILGRAM Price 

yes or Cargoes or truck transport lots only, so designated; FOB. re- Service invoice. 
or terminals; in cents per gal., except per bbl. where $ sign is 
; wax and powet atums in cents per pound, ex all fees and taxes; For complete price service delivered daily from nearest OJLGRAM 
crude oil and its products lawfully produced and transported; re- publishing office, New York, Chicago and Houston, address Platt’s 
ported as received by OILGRAM and National Petroleum News but not OILGRAM Price Service, 330 W. 42nd St., New York 36, N. Y. Annual 
guaranteed; for subscribers’ private use only and not for resale or Subscription rate in U. S.: $150 per year, payable in advance. 





CARGOES & TANKERS 
at Texas City Refinery 


TRANSPORTS & TANKCARS 
at Terminals in the South 


ATLANTA, GA. PITTSBURGH, PA. TEXAS CITY, TEXAS 
1401 PEACHTREE STREET BENEDUM-TREES BUILDING REFINERY 
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Natural Gasoline 

(Group 3 & Breckenridge prices are to biender: 

on freight basis shown below. Shipments may 
nate in any Mid-Continent manufacturing 
et.) 


FOB GROUP 3 
(Quotations) 


(Quotations ) 


Lubricating Oils 
WESTERN PENNA. 


Prices are for —y 3 made, or offers reliably re- 
ported, to jobb only 





» 


Viscous Neutrals—No. Ay Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi 


145- re vis. at 210°, No. 8 col. 
10 p.t. 


25 p.t. ae ern 


Cylinder Stocks 
600 «.r. filterable 
650 


17.5 
16.5 
x(4)14.5-05(3)x 


x10—-11(2)x 
x11-12(2)x 
x12.5-14x 
x14-15(2) 
pay egret LUBES 


Tulsa basis, for domestic —oY only 
Becht Stocks, vis. at 210° Neutrals, vis. at 100°, 
9-10 p. p. 


Neutral Oile—Conventional 


0-10 P.p.....c es ceeeeeee 


Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 
95 vi 


Neutral Oile—Solvent (95 v.i.) 


(3 )16-16.5(3) 
(3)16.25-16.75(3) 
(3)16.75-17.26 (2) 


Cylinder Stocks 


600 «.r., olive green....... 15.5 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB ship 
at Gulf for export. 


Bright Stock—Vis. at 210° 


es ot vis., 0-10 pour test, 
96 v 18 .75-19(4)x 


Neutral Oile— Vis. at 100°; 95 v.i.; 0-10 p.t 


(2)14.5-15(8) 
(2)15-15 . 75 (8) 
(2)15 .6-16 .25(8) 
(4)17-17.6 


(Vis. at 100° F. FOB S. Tex. refineries for do- 
mestic and/or export shipment.) 


PALE OILS: 
Vis. 
12.25(6) 


Petrolatums 


WESTERN PENNA. 


(Bbis., carloads; tank car. 1 to 1.5c less) 
(2)7 . 125-7 .75 
(2)6 . 75-7 .375(2) 
(2)6 .625-7 .25 
6.125-6 .75(2) 
.. (2)5.25-5.75 
. (2)5.25-5.75 
- (2)5-5.5 
4.75-6 .375 


Naphthas & Solvents 


(FOB Group 8) 

12.375(8) 

12.875(2) 
87514) 
.875(4) 
875(3) 
126-13 .876 
. 125-14 626 


Lacquer diluent 
Benzo! diluent 
WESTERN PENNA. 
Oil City: 

Btoddard solvent 


Pittsburgh: 
Stoddard solvent 








[Model LC for old 
| customer 


—_ sean soathet Supply — 


¥) “SCULLY SIGNAL COMPANY Melrose 76, Mass. 


tanks J Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario 


1 74 Green Street 


tank installations 














New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 
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SERS —-Quetions of 8.0. Obio for delivery Ohio 
points 


Vv. MAP. naphtha 
Minera! spirits & 


CENT. W. TEX. (Truck Trnspt. lots) 
Btoddard solvent 


KANSAS (For Kans., Dest'n. only) 


ATLANTIC COAST 
V.M.&aP. 

Naphthe 
18(4) 
17.614) 


18 .5(4) 


Minera! 
Spirits 
17(6) 

16 .6(6) 
16 .6(8) 
17.6(6) 
17 .6(6) 


nae 


NEW 
SALES RECORDS! 


If you give your customers 
The finest in the land, 
The Oils of Highest Quality 
In bulk, in drums, or canned, 
At prices showing value 
No one can mistake, 
You'll UP your SALES to RECORD highs 
And RECORD PROFITS make! 


Our pre-sold, finest-quality 100% 
Pure Pennsylvania lubricating oils are 
priced most competitively. A sensible 
customer-supplier agreement protects 
you against sudden market fluctua- 
tions. 

Storage facilities at convenient 
distribution points, plus large refinery 
capacity, assure you of constant sup- 
ply on quick notice . . . helps you 
keep inventory cost low. We ship in 
bulk, in drums, in cans, or fill your 
containers, saving you time, freight, 
labor and double-handling costs. 

Enjoy a NEW high in SALES REC- 
ORDS by letting us know your re- 
quirements, at once. We'll get sam- 
pies and profit-packed details into 
your hands as quickly as possible! 


e MOTOR OILS e BRIGHT STOCKS 
e NEUTRALS e CYLINDER OILS 
e WAXES 


REFINING COMPANY 


Charleston 24, W. Va. 
Refiners of Highest Quality Pennsylvania Grade 
Petroleum P.G.C.0.A. Permit No. 25 
FOUNDED 1913 





PRICES in effect June 14 at Refineries and Terminals—Cont. 


(Of refiners, FOB refineries, in cents per gal. 
tank cars or transport trucks) 


Industrial 
Propane 


Commercial 


8 
7.75(8) 
8-8.5 


WESTERN PENNA. (T.C. in Bulk) 


White Crude Scale: 


124-126 A.m.p............ (2)5 .25-5 .65 


SEABOARD 
Melting points are AMP, 38° aK. than 
EMP. Prices are for carload lots. Domestic 
refinery ; scale in bags or bbls. ; 
Export prices are 
scale in bags or bbis., fully refined in 
bags or cartons. 


Crude Scale: 
124-126 white. ... 


N.Y. Domestic N. Y. Export 
7.10(2) 6 .6-6 .6(3) 


Fully Refined: 


Atlantic & Gulf Coasts 


Prices are of refiners, Pe a their refineries & tanker alge and of tanker termina! operators 


FOB their ter 


inals 


Ships’ bunk 





92 Oct. 
Prem. 
Gasoline 


.1(8) 
1 


A Oct. 
Gaealli 


Reg. 
Cc a 


83 Oct. 





13 .45-14.3 
12-14.2 


12.6 
12.75-12.8 


prices are exclusive of lighterage. 


Kerosine 
No, 1 Fuel (*) 


10.2(20) 
9.95/18) 


1 
1 


0.4(10) 
7 al 


10.1(7 


No. 2 Fuel (*) 
9.2(19) 
8.95(19) 
9.4(11) 

x9 .2-935 (10) 
9.1(4) 





Charleston oye 
Corpus Christi.. 


17 
5.25(2) 


13 .5-14.5(4) 
12.6-18.25 


ii.8 
18.5 
11.5-12.5 = 


10. : 
10 25/16) 
10.4(5) 


9.1 
9 .25(16) 
9.5(5) 





do barges. 


Jacksonville... . 


Mobile. .. 


-26-14.25 
.25(2)x 
-4-15.4 


14. 
.6-15 4 


seis: -26-12.3 
-4(7) 
8.4 
1(3) 


16, “Ta 10.25 
9 

11 Bcll) 
11.8 

11.1/4 


9.125-9.25 





New Haven.... 
New Orleans. . . 
io i 


.3(3) 
2.4 


6-13 .2 


10 2(9) 
10.1(4) 
9 375x 
.B(7) 
1(2) 





Philadelphia... . 
do barges. ... 
Pt. Everglades... 


Portland 


"8-17 1(8) 
.7-17(8) 


(3)13. 
13 
13. 


14. 
14. 


2-10.35/9) 
95-10 .1(8) 
35 

35 (9) 
.25(9) 


2-9 .35(9) 
95-9 .1(5) 
0(3) 


9.85(9) 
9.25(9) 





-6-15.7 
14.2-15.6 


4-15 .85(2) 


Gas House 


(2)13.1-18.4(4) 
12.9-13.3(5) 


12.4-18 .85 12.07 


Diesel Oil (*) 


.8(7) 
-7(8) 


10.4(7) 


9 
10 
11 
10 
9 
1} 
10 
10 
il 
ll 


Light liesel 


10(6) 
10(4) 


9.5(6) 


Gas Oils 
(*) No. 4 Fuel 
9.8 (10)$3.16-8.72 
ea (10)8 . 13-8 .62 
3.78 


No. 5 
Fuel 


$2.73 
2.70 


Shore Plants 


Ships’ Runkers Heavy Diesel 
(50 ct.. 55 d. i.) 


(45 et.. 45 d.i.). Ships’ Bunkers 
N. Y. Harbor... $3 .89(4) $3 .64(4) 
do barges... . sea 


Albany 


Chicago District Prices 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals. 


Motor Gasoline 


Ge SOR, FMOMR.. cc ccscccees 
84 Oct. Reg 


12.75-14.85 
11.75-13 .35 


—— Fuel Oils 
None tual 


Heavy Fuel Oils 
No. 5, low sulfur 
No. 6, high sulfur 
No. 6, low sulfur 


10. 625-11 .35 
9 .625-10 .35 


6.7-7.05 
(3)6 . 7-6 .95(2) 
(2)5 .9-6 .05 
(4)5 .7-5 .95(2) 


Mexican Bunker Prices 


U. 8. DOLLARS PER BBL. OF 159 LITERS 


Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 


$1.95 $3.75 
1.95 bee 
1.95 8.75 
Pacific Coast 
$2.60 $5.65 
2.60 4.75 
2.60 4.75 


Tampico.... 


Manzanillo.... 
Salina Cruz...... 


Pacific Coast 


(In Ships’ Diesel 
Bunkers, or Fuel 
Deep Tank Lots) (P.S. 200) 
Ban Pedro, Calif... $4.20(5) 
Ban Francisco. ... 4.41(4) 1.85(4) 
Portland, Ore..... 4.62(4) 2.10(4) 
Seattle, Wash..... 4.62(4) 2.t0(4) 


Bunker C 
Fuel 
(P.S. 400) 

$1.80(5) 


70 


Baltimore...... 
do barges... . 


9.8 
9.45 


2.76 
2.70 


3.95 (4) 





Baton Rouge. 
do barges 

Boston. .... 

Charleston 


2.42 
2.39 
3.09(5) 





Houston 
Jacksonville 
Miami 
Mobile. 


70-8 .74(5) 


20/6) 
20/3) 
99 





New Haven 
New Orleans. . 
do barges. 
Norfolk. 
Pensacola 


8.30 


3.20 


2.42 
2.39 
2.75 


74(3) 
93(38) 


3.49(2) 
3.68(8) 





Philadelphia. 


Pt. Everglades... 


Portland 
Providence 


8 .23(3 


2.99(6) 


$.09(3) 


3.95(4) 
4.20(4) 


3.91 


3.70(4) 





Savannah. 
Tampa 


Wilmington, ‘is 
N. ia 


N. Y. Harbor.. 


Baltimore 


No. 6 Fuel 
No Sulfur 
Guarantee 


———- 
40 
2256) 


2.80 


No. 6 Fuel 
No Sulfur 
Guarantee 
Barges 
$2.25(15) 


No. 6 Fuel 
Max. 1, % 
Sulfur 


(2)$2 .35-2.43 


4.20(6 
4.20(5 


8 .89(3) 


No. 6 Fuel 
Max. 1, % 
Sulfur 
Barges 


(2)$2.85-2. 40 
2.40 





Baton Rouge... 


Charleston..... 
Corpus Christi. 


98 
32(6) 
23 (2) 
98 


"20(3) 
-95 


-95-2.10(2) 





Houston 2 
Jacksonville. . 
Miami 
Mobile. . . 


= 


. 98-2 .00 
21(6) 
8 


03 


.95(5 
18(6) 
15(3) 
00 


95(12) 
18(6) 
15(3) 
00 





New Haven... 
New Orleans. . 


Pensacola... .. 


.80(3) 
.98(2) 
26(3) 


Nero] MM -|—-NMw- 
_~ 


7 


(95 (2) 
:23(4) 
-38-2.41 


27 

95 (4) 
23(5) 
30-2 .35 





Philadelphia.. . 


Pt. Everglades.. 


3 -2 .25(7) 
.18(2) 
.82(2) 
.29(5) 


- 20-2 .22(7) 
15(2) 


26(4) 2.44 


-2.54 


2.28-2.30(3) 


2.41 


2.25-2.27(3 


20-2 .22(6) 
15(8) 


29 
. 26/3) 





.23(5) 
-15(4) 


20(4) 
13(4) 


09 BO] 09 NO HO NO) POND Po) HONS NY | + POND | Po 


- 2016) 
18(6) 


DONS] 09 09 9 19 C9 NY PO KO NV NY | = NO DO | OO: 


(*) At Atlantic Crest, estate and bevantnale south of Maryland, and at Tampa, prices of some 


tellers to bulk 





c 


3 are 


0.15¢ higher than prices shown above. 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
refiners, export agents, or tanker termina] operators. The figure in parentheses after each 
price indicates the of ies quoting that price. 
cine. verevidinns * Y Kerosine & Light Fuels 
rade 41-43 w.w.Kero. .9(2)-9.25-9 .5-9 .625(2)-9 .75(2) 
pe oy a is ss} 8(2)-8 .26(2)-8. 625 (2)-8.75(8) 





Jet Fuel Gees --088te) 
Grade JP. 9.25-9.75(2) 
43-47 Diese! Index 


48-52 Diesel Index 
12. -12. te My 18(2)-18 .25(2)-13.75 8.1 
80 Oct Prem ay .5-11.75-12-12.5(2)-138 53-57 Diesel Index 


-10.25-10.5(2)-11-11. 75(2)-12 
84 = Regular. _ 10(2)-10. 25-10. 5x 
83 Oct. Regular ...-10(2)-10.25 
79 Oct. 9.75(3)-10x 
70-72 Oct. M Leaded 9.75(2)x 


Heavy Fuel—Cargoes 
No. 5 Fuel, 0-10 p.t. 
Bunker “C” Fuel..... 


$2.60(2) 
. -$1.85(7)-1 .90-1.95-2.00 


Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasolines meet specification 
MIL-F-5572, unless otherwise noted.) 


District Grade 100/130 Grade 91/96 Grade 80 





15 .2(2) cess cece eses 
11.4(5) eee 11. 85 11.7 
10.8(8) oeee 10.86 
cees eeee 11.45(2) 
10 .4(5) 10 45(2) 
7(3)x 


No. 6 Fuel 6.5(3)x 
(a) “Delivered Cleveland. 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company’s requirements ; 
2c per bbl. differential per degree of 74 applies for gravities below and above those shown, 
except for Lagunillas Heavy for which price shown applies regardless of gravity. Price applicable 
for each cargo is that in effect at time vessel t for ding. For purchases made in fields. 
prices shown are basis for such purchases with ym a all being made for terminaling and pipe 
line services in accordance with published tariffs. Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less lc per bbl. 

Gravity API Price (Bbl.) FOB Effective Date 


$1.76 Las Piedras or Amuay 
2.13 same? 
Las Piedras or Amuay 





eogbepenepeneonnensoneebess 
eeeeeeassersss: 


Caripito 
Capure (Pedernales) 
Middle East Crude Prices 


(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 

Persian Gulf 
Company Gravity 

Esso Export 
M. E. Crude Sales 
Soc.-Vac. Overseas Supply 
Esso Export 
Anglo-Iranian 
Shell Petroleum 
ea Overseas Supply 

a 

f ~~ 
eeiol ranian 
Esso Export : 
Shell Petroleum 89-89. Umm Said, 
Soc.-Vac. Overseas Supply 389-89.9 Umm Said, = 

Eastern MaGtiewencsn 

Esso Export 2.39 Sidon, Lebanon 
M. E. Crude Sales 4 Sidon, on 
Soc.-Vac. Overseas Supply 4 4 Sidon, Lebanon 
Anglo-Iranian x J oy Lebanon /Banias, Syria 


Tripoli, HM, Lebanon /Banias, Syria 
Tripoli, Lebanon /Banias, Syria 


Loading Port 

Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Fao, Iraq 

Fao, Iraq 

Fao, Iraq 


Fao, Iraq 
Mina-al-Ahmadi, Kuwait 
Mina-el-Ahmadi, Kuwait 
Umm Said, Qatar 

Umm Said, 


Effective Date 


saat att aat-sa-s---s 


Esso Export 
Shell Petroleum 
Soc.-Vac. Overseas Supply 


Far East Crude Prices 

Prices are in U. 8. dollars per bbl. of 42 U. S. gals., ex local port or other government charges, 
for crude within gravity range stated, loaded in full AF. lots, FOB port indicated. 
Crude Company Gravity API Price FOB Effective Date 
Seria Light Sarawak Oilfields Ltd. 87-88 $2.60 Lutong, Sarawak 4- 1-64 
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PRICES in effect June 14-Tank Wagon 


do not include taxes; they do, however, include 
col . Gasoline 


taxes, shown in separate 


mspection 
column, include 2¢ federal, and state taxes; also SS = and county tases 


as indicated in footnotes. 


taxes; kerosine taxes where levied are imdscated 


erosine tank wagon oe 


do not include 





if any, are shown in footnotes. These pores in oe June 14, 1954, 
marketing companses at their headquarters’ offices, 


Sas TEMles te haect carson 

Atlantic Atlantic 

Refining _{(Resular Grade) 
tw. Taxes 





a 
H AdHAwMnandarS aS B we nomewe 
Ce voy cate 


—- qmrrnor awe 


el coll all eh el 
AH AAAAH 


7 
4 


Mineral al Sprite V.M.&P. 
T.W. 


CO GDB PD AMAAAAAAAAATD AM QW AAIAIAIIIIIAs 
co oc S&S S&S SeeeSeSSSSCSSS ofS S&S SooScoSeSoSSCO 


Philadelphia, Pa.. ° 18.5 20.0 
Pittsburgh 22.0 23.0 


Heavy Fuel Oile—T.W. 
No. 5 No. 6 
Philadelphia, Pa. x 6.36 
Notes: 
Premium-grade gasoline ow. prices 2.5¢c above 
regular, except Georgia and Florida 2c. 
Kerosine—Thru Pa. , add le per gal. 
for t.w. deliveries of less than 100 gals. at one 
time. Camden—Add ” oe deliveries of 100-299 
gals., 2c for less gals. 
sottineral Spirits oa a also apply to Stoddard 
vent. 


Effective dates: xMay 27; "May 28; “June 4. 


Cont’] (‘N. B. Prices are Continental's 
tank-wagon prices. Current selling 
Oil prices may vary from those shown 
because of local conditions.) 
Conoco Demand 
N-tane (3rd Gaso- Kero~- 
(regular)Grade) line sine 
ank Wagon Taxes T.W. 
Denver, Col... .. 15.8 
Grand June. 8 


a 
CRDOOMOEREACNOOADN 
00 00 00 © 00 G0 G0 ~3 60 G0 00 G0 00 GO G0 G0 G0 
MaAMonMMooooooooooo 
mH Wists WIS WMDDOWMOR: 


— 
nw 
i] 


og ine ws od includes these city tax- 
: Albuquerque & Roswell, 0.5c; Santa Fe, le; 

}, Anamaneng le; Casper, le. 
Discounts: 

Salt Lake City and Twin Falls gasoline and 
kerosine Prices apply for deliveries of less than 
200 gals. ; 200- ~ 5 om, deduct 0.5c; 400 gals. 
and over, deduct 
Notes: 


T. W. prices are to consumers and dealers. 
Premium-grade gasoline t.w. prices 2.8¢ 
above regular. 





72 


sis Pas 
we {782 
oacoaagcoucoco 


& an 
WOMCARDAMRABDNAH 
G0 or -3 00 CO Co aD 


PEBSLSRSE RES 


Standard Standard 

Diesel Standard Stove 
Fuel Furnace Oil 

« Behe GOVT. FT. 

(400 gals. 2over) (ex all taxes) 
16.1 . 12.7 14.2 
15.6 " 12.2 13.7 
17.3 4 13.5 15.0 
ey 8 : 16.1 17.6 


~ 
we 
Cy. 





Honolulu... . 
Fairbanks 


CO tt BD BD et 
CNAAQSE DOOD 
DAMWOAIKH AHH 


Taxes: 


esel/ 
le territorial liquid fuels tax 
a ae Eecies aoee teams tae of TO 
resellers, 2.5% to consumers. 


Notes: 


ae me other deliv: Chevron 
(Regular) and Chevron Sietion 80/87, add to 


in 

Aviation 80/87) where 0.5c differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 5.0c gal.; except at Honolulu add = nef for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 

f evron Supreme gees tn 


gal. higher—tha: 
ron (Regular) for “quantity a, ry less 
than 40 gal. deliveries, add 5.0c gal. 400- 
gals.-and-over price, except at Honoiule, add 
5.0c gal. for less than 40 gals. See. and 


less than 100 gals. pone age 
ron Aviation 80/87 quantity d vt, a 
ee, or 91/98, 5.0c for 100/180 and 8.0c for 


Kerosine—T.T. pri t at Salt Lake 
City, apply to adbeuriee of “700 gals. & over. 
For other deliveries: less than 40 gals., add 
8c; 200-399 gals., add 1c; 40-199 gals., add 4c; 
tank car/trock trailer ; deduct 1.5¢. Salt Lake 
City ted tank truck price is for minimum 
40 . deliveries. 
Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
For other deliveries: 40-199 
; 200-399 gals., add 0.5c; less 


dd 5c. 
*Standard No. 2 Burner Oil. 


Humble 
Humble Gasoline Gaso- Kerosine 
oil Regular ine Tank Re- 
T.W. Retail Taxes Wagon tail 
Dallas, Tex... 14.8 20.1 6.0 17.5 
a 20. ° 17.6 
Housto: 7 20. ° . 17.65 
San famaie.. 20 A d 17.6 


Notes: 
T.W. prices are to all classes of dealers and 


Premium-grade gasoline t.w. prices 2c above 
regular. 


ae ad in both gasoline and kerosine price: 
are 

isa Fila. s/t; Ii. 3/100c; Ind. 2/25¢ 

5/200c; Mo. 1/2Se3 Neb. ' 00c; Nev 

; Okla. 2/25¢; S . C. 1/8; S. D. 1/400 


: Ala. 1/2c; Iowa 1/50c; Mich. 1/5e 


Standard 


T.W. Taxes T.W. 
13.8 


Atlantic City, N. J.. 
Newark 13.7 


1 MOH DMOSWOOM AEE: We: 


moccooooocooocooooooooooooooooocoecooso 


wweoweHmowron: : 


Naghtie T.W. & Steel Bbis. 
Min. Spirits V.M.&P. 
18.0 19.5 

24.0 25. H 


16.7 
25.5 
3,600 gals. & over... 17.2 


FUEL OILS—T.W, 
No.1 Ne.2 No.4 No.6 
Aulantic City, N. J. He nite aii 
Newar! 13.7 $3.684 $2.836 
3.73 2.85 
4.06 2.89 


BO 20 21 W + 0.01 00 Er od GO ~3.00 


Taxes: Louisiana kerosine prices do ‘net include 
le state 
Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add le for 
100-299 , o> 2e for less than 100 

No. Washington price is for min. ‘delivery 
of 1,050 oe oy for min. delivery of 2,500 gals 
price is $2.83 per 

Premium-grade gasoline t.w. prices 2.5 
above regular. 

xEffective June 9. 


I rial (Prices are per imperial 
— arrive at price per 


Oil subtract 1/6th.) 


(Esso Gasoline 
Regular Grade) Kero- 
Dealer Gasoline «ine 


= 
i 

gn 

wos 


eb RE eM wt 
ecococoooocececo 
SRR ERR RET 
OO & 10-31 be PO NOS 


Taxes: Gasoline taxes are provincial canes. 
Notes: Premium-grade gasoline t.w. priees %& 
above regular. 

*Price is is for Premium-grade. 
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NOW READY | 


COMPLETE — Petroleum Prices! Facts! ... any oil price 
for any given day! 


Platt’s OIL PRICE HANDBOOK provides finger-tip information for busy 
oil executives . .. marketers ... buyers... sellers... company and 
association statisticians ... research analysts . . . accountants .. . 
in fact, for anyone who deals with oil prices in any way, this hand 
book is a must to complete their 1954 business library. 


Platt's OIL PRICE HANDBOOK contains all the vital oil price information 
for the year of 1953, accurately reported and published in one, 
complete single source package. You can find any oil price or any 
oil price change merely by turning to the appropriate conveniently 
die-cut marginal index ...the low and high for any given day, the 
lows and the highs monthly and yearly averages for any given 
petroleum product. 


More complete than any of the 29 previous editions, with a new 
and improved type style, the new Platt’s Oil PRICE HANDBOOK will 
continue to sell at $15.00 per copy. It comes to you in a durable 
and attractive cover, case bound. This edition is printed in a limited 
quantity, so rush your order for your copy today! 


SEND YOUR ORDER WITH PAYMENT TO 


OIL PRICE HANDBOOK 
McGRAW-HILL PUBLISHING CO., INC. 


330 W. 42nd STREET, NEW YORK 36, N. Y. 


pRicts 


ily Prices Recorde 
d Terminal Daily Price | 
Pm ‘ ne, Aviatto 


Gasoll 
prices 10" a” At 
Tonk Wage" Ri and Fuel Ous. 


A) 
MoT) nthas, Keros! 


4 by Dates 


n Gasoline - 


the 1953 
edition of 
Platt’s 

OIL PRICE 
HANDBOOK 
(30th Edition) 


ot Changes: 


qdustrial 


Sratistics 





PRICES in effect June 14-—Tank Wagon—Cont. 
Socony Vacuum 


M Aircraft 
G rade Grade C Grade Mobilgas (Regular Grade) 
Gasoline 80 91 100 Cons. Dir. Cons. Dir. Mobil Kerosine 
Taxes T.W. T.W. T.W. T.C. T.C. T.W. T.Cc. Yard 


New York City: 
Manh .0 


co: ©: 
oe: co: 


rote: HBR: oc: 
. . —e eee 
> oo: eSosowrsoe 


rer Tet) 


: Cowes: 


. poser: 


3 rom: WH RAAIRHAM. Mo 


cotton: tHtm moe: ow: - 


Ann 


ne 15.6 i 

15.2 ¢ ctee shes 10. Rhee 

14.5 J : Seer 9. ‘ t ee 

15.6 m d d 11.7 11.7 pees 11. , . 10.7 

eeee ‘ee a tes MR! debe 2000 ‘ oss 11.1 

Buffalo N. % ad Rochester Syracuse Hartford Providence 
19.5 8.0 20.5 22.0 0.0 19.5 


Mineral + a ‘ 5 . 20. ‘s 
Vv. Naphtha ieee vkoberemeire’ gerry 7 19:8 22.5 23.5 ’ 21.5 21.5 
poe N.Y.C. prices are ex 3% city sales tax, Syracuse prices ex 2% city sales =. applicable to price of = J (ex tax). 
Discounts: Mobile Kerosine—New York City (all eee = and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 800 gals. or more. 

Mobilfuel Diesel—All points, tank wagon less 0.5c for deliveries of 800 gals. or more. 

Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gal. or more. 
Notes: Jamestown T. C. prices are delivered prices, all other T.C. prices are FOB bulk terminals. 


Oh Sohio X-Tane Gasoline 
lo Standard Aviation Gas.-Cons.T.W. (Regular Grade) Naphtha & Solvents—Cons. T.W. 
Sochio Sohi Sohio Con- Re- S.R D.C. V.M.&P. 
sumer sell- — Naph- Varno- Sol- Kerosine No.1! 
T.W. tha tha lene vent W. Sohio- 


18 14 


Tri DIDO Mm ODOH AOD WMD AN MONE 
NH OW DOGAOAOHANWNMHDAWAAMAAAAH 


cooeocoososoooosoooSoSSSooSO 


> 
s. 
? 


Gasoline 
‘axes 


Cincinnati 
Cleveland 
Columbus 


soococoococoon 
eer rrr 


bd *“* 
° 


Seunqoun 
EO ee . 
vege Sew Que tors can purehase aviation gasoline less 4c per gal. State Road Tax by eupperting purchase with State Tax Exemption Form 
- supplier 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more, 50 to 99 gals. add le per gal., 1-49 gals. add 2c per 
ge 2 Solvents—T.W. and drum prices are for deliveries of 600 gals. or more. For other deliveries: 150-499 — ala 2c; less than 186@ 
3 le 
oa gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted ; s.s. prices are at company operated 
stations. 
xEffective June 11. 


Indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly posted. 
Red Crown St lex Furnace Oi]—————_——- 
(Reg. Grade) Gaso- Kero- 100 100- 100-175-350 850 Kentucky 
Yr. line sine 1-99 gals. 175 349 gals. gals. Standard 
Taxes T.W. gals. Aover gals. gals. a & over & over 
7.0 


RENSESNARNENS 


0 23. 
0 23 
0 28. 
0 28. 
0 23. 
0 23. 
0 23. 
0 28 
0 23 
0 23 
0 23. 
0 238. 

23. 


20 00 00 00 0 G0 G0 G0 G0 G0 G0 G0 t0 
eee tt ttt 
SESSSESEEEEE fF 
eoocoooceoooosco 
SUBSEEEEEEEEE 
eoocesccooocosco 
SERSERSRSESES 
cocoocoeecoooo 
SUREEEEEEEEEE 
ecoococoocooooooe 





Chicago, Il! 
South Bend, Ind..... 


ia’ oes 
14.4 
i8.5* 
18. 
11. 


i2:8* 


oy 
Axrmneawewwon’ 


AAHIAIBAAIAIA 
escooooooconrso 


14:8 cces 


-— 
ao 
oo 


Milwaukee, Wise... 


—— 


Fuel Oile—T. =: atone, th. Fire-Chief Gasoline 


(Regular Grade) Kerosi 
Heater Oil pusaemn ou Dealer Sasa. oy 
16.8 15.8 Taxes 
6.0 








- 
COSCHBBBVOKCeCeCoee 


DBA a Ext 
COM HU IBA MDRoODNoNaAH 
coooocooooooooeooo 

eaaaravawavaar-anveonw 





Gasoline tax column includes these city & 
county taxes: Mobile, 3c city; Birmingham, ic 
county; Montgomery, ic city & le county; 
Pensacola, le city. Other taxes not included in 

prices: Georgia, kerosine, 1¢; Montgomery, 
a lc; Mississippi, kerosine 0.5c. 


1-749 
760 gals. & over........ 
Taxes: St. Louis, Mo., le 
ov em ~~ 1» - 3 7 o and — 4 
a, ces do aes nelude state tax. State Notes: Dealer t.w. prices apply also to all 
tio & use taxes to be classes of consumers with minimum delivery Notes: 
added where applicable. of 50 gals. Premium-grade gasoline t.w. prices 2c above 
‘emporary”’ price. Premium-grade gasoline t.w. prices 2c above regular 


xEffective April 23. regular. Cons. t.w. prices same as net dealer prices. 





soxnwovowooo=s2e 
AAAAAAAAAARHD 
eocoocoooooooo 
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ADVERTISERS INDEX CLASSIFIED 


This index is published as a convenience to the 
readers. Every care is taken to make it eccurete, 1 UNDISPLAYED RATE DISPLAYED RATE 

but NATIONAL PETROLEUM NEWS as- $1.50 © line. Minimum 3 fines. Box numbers The advertising rate is $14.50 per inch for all 
sumes no responsibility for errors or omissions. count one additional line. advertising aring on other thon @ con- 
POSITION WANTED. Undisployed rate is one tract basis. Controct rates quoted on request. 
half of above rate, payable in advance. 

Armstrong Rubber Co. DISCOUNT OF 10% if full payment is made AN ADVERTISING INCH is measured % inch 

sane . ‘once for four consecuti inserti i 
Autocar Division White Motor po nn ape utive insertions of vertically on one column, 3 columns—30 inches 


—to a page. 
5 . 
Co. 59 Send NEW ADVERTISEMENTS to Classi Advertising Division, 





Barrett Mfg. Co. 54 NATIONAL PETROLEUM News, 330 W. 42nd St., N. Y. 36, N. Y. 
SECTION CLOSES each Wednesday, one week preceding date of issue. 


| a tes oS ence P 


Bowser, Inc. 47 
Brodie Co., Ralph N. 2nd cover a 2 
REPLIES (Box No. ): Address to office ne arest you 


as / 3 
Cn Cn Nee OMe tie YORE: id WF teed Se (a0) TOP CALIBER SALESMEN WANTED 
C CAGO 


Champlin Refining Co. 56 520 N. Michigan Ave. (11) 


SAN FRANCISCO: 68 Post St. ) 
CheckChart Corp. 38 | : ae ek ta FL FOR DETROIT AREA 


a ‘ RNEMLOMMNNN | Ss, ee 


Conservation Equip. Corp. 52 Me . : 
Davidson Enamel Products, Inc. 32 ee eee merchandising for gasoline and olf 


De ee reeswcle Vecont ——— company. A bright future as well 
©P Rock Oil Corp. 71 Wented @ Mgr. for a Co-op in Eau Claire, Wis. as top salary for a man who can 
. ~ doing over %4 million dollars worth of Petrolet : . +g ei 
Dill Mfg. Co. TT | Sew Wecdaieh tnd Metin, Getines O produce results. Write qualifica 
DuPont de Nemours & Co.., Inc., Weis so een x. ~ ae qualifications. tions and full particulars to 
rite Box 133, Eau aire isconsin. 
E. I. 37, 67 ; 


Eat Mfe. C ard === Selling Opportunity Offered ——__— P 3035 National Petroleum News 
aton ° oO. 5rd cover — —_—__—— _ ‘ 

: 8 : Experienced salesman wanted by large Mid- 520 Mt. Michigan Ave. Citenge 11, 6. 
Electric Storage Battery Co. 39 Continent refiner to market petroleum products 
a » : = wholesale throughout North Central States from 
Elk Refining Co. 69 pipe line terminals. Give complete data including FOR SALE — REAL BARGAIN 
Enjay Co., Inc. 


1 age, salary, experience and photo, if available 
Fruehauf Trailer Co. 40, 41 —I Used, 60-Cu. Ft. Portable Air Compressor, Gas 


SW-2837, National Petroleum News. AIR COMPRESSOR 
T 1 oline Driven with Starter, Generator, _ — 100 
: . fet ) , > bre 
Geuder, Paeschke & Frey Co. 51 WW HT | Feet of Hose, and One Thor Paving Breaker 
~ . - HW bona} J. Brady, Chief Engineer, O'LEARY'S 
Gulf Oil Corp. 53 _ LONTRACTORS EQUIPMENT & SUPPLY INC. 


. Washington Bivd., Chi. 24, I1L.—ES.-8-1230 















































Hartol Petroleum Corp. Do For Sle ————————— 











Hewitt-Robins, Inc. . 21 | For Sale: 2—901—1947 Model Diamond T 


o 3 - Tractors and 2—4000 gallon 6 compartment TANK TRAILERS: 17—4000 goal. (1200-800- 
Int'l Lubricant Co. 29 | Trailers. Good Condition. C. H. Miller, 325 N. 800-1200). ” lines, Em. Vatves, on over- 
. Fourth St., Zanesville, Ohio. lines, 2-24” or 3” Meters, large si ox, legs 
K-P Mfg. Co. 79 ——— - ——- —— 10 x 20 tires, Air brakes, Real cleon trode ins. 
: h For Sale—Tractor Trailer; 1948 Mack—EHT Perfect for station dely. Price $1750.00. 
Mid-Continent Petroleum Corp. 78 | Tractor, 1945 Fruehauf—4000 gallon Trailer. 


a Tractor recently overhauled, new paint. Trailer BRUCE E. HACKETT CO. 
Milwaukee Valve Co. 24 oe | od ged i = m2 Somperene, 621 West 58 St. KCMO. Phone, Hiland 1385 
. Ps eads, go ve A $s 2 
National Cash Register Co. 4 throughout. Must sell as complete unit. Write 

Rox No. FS-2975, National Petroleum News 
Neptune Meter Co. 33 for details or phone GRandview 7700 Cincinnati. 


. Price $1800.00 complete. FOR SALE 
New England Petroleum Corp. 69 1949 Frazier Tandem 4790 gal. 6 compt. 4 


i ; . | For Sale: 1000 gal. tank truck, 3 compt., 1949 DBH comb. valve & tool box 3” lines 24” Nord- 
Oil Equipment Mfg. Co. | GMC chassis, Neptune meter, hose reel, $1000 strom valves good condition $2750. 

; ‘ : 3000 gal. 5 compt. Fruehauf trailer 900/20 tires, 1951 Frazier Tandem 5110 gal. 5 compt. 2 
Oil Industry Information Com- $1000. Cox Distributing Company, Easton, Mary- DBH Emerg. valves Nordstrom valves | 20 
mittee one. tires $3250. 











¥ YOUNG OIL CO., Springfield, Mo. 
OPW Corp. wenn 








Sa . Wanted: 55 or 30-gal. oil drums in good con- 
Paragon Oil Co. dition, truckload or carload. Sims Barrel Co BUSINESS FOR SALE 


’ a i #6 Greystone, K. C., Kans Established. Wholesale Distributor handling Major 

Patent Chemicals, Inc. gee New York State. Large bulk plant, 

. . - ° | Tractors, Trailers, Trucks, despensing equipment 
Pennsylvania Grade Crude Oil 


| ' including properties. Doing 4,500,000 gallons 
A iati | yearly. Selling because of ill health 
som rry | BO 3061 National Petroleum News 
Progress Mfg. Co., Inc. . ; 


ieiijcnbarmepeninagaiondh - 330 W. 42 St., New York 36, N. Y. 
Republic Oil Refining Co. Independent Oil Co. on Highway 66 in New 
Mexico Million and Half gallon last year. Gross 


Rheem Mfg. Co. $345,000.00; Equipment and properties in good 


‘ shape; all yours for $125,000.00: Write to Box ti ei 
Richfield Oil Corp. BO-2937, National Petroleum News. AN slbshuslle AA 


. Bulk | Oil ‘Plants—Propane Gas plants selected ame 
Rockwell Mfg. Co. properties throughout the midwest. We specialize JOSEPH H. SALMON 


> in petroleum properties. Petroleum Marketers, 605 PERSONALIZED MANAGEMENT COUNSEL on: 
Roper Corp., Geo. D. Petroleum ReGning — Marketing —Trans- 


Produce Bank Bldg., Minneapolis 3, Minnesota 
money gee. Co. Wanted to buy: Established gasoline distribu- EVALUATION of NEW PROJECTS — SURVEYS 
Skelly Oil Co. 25 torship or commission agency in Western New LONG RANGE PLANNING 


York State. Immediate action desired. BO-3028 
: . Tatinnal Die _ PETROLEUM CONSULTANT 
Std. Oil Co. of Calif. 50 | Ratent Fvtcctes Bows 201 East 57th St., New York 22 


i“ Telephone — Plaza 9-1450 
andz 4th - 
Standard Steel Works t cover | OPPORTUNITIES 


Thermoid Co. 35 


: . . . business; personal or personnel; finan- An advertisement in NPN’s Classified 

Tide Water Associated Oil Co. 19 rs cial; ms Rees ote., may oo ian or Section wm betas you quick, effective 
Inite . ’ 5) located through the classified advertising results at low cost. 

United States Rubber Co. 12, 48 can ck ateeeen, “‘Gaeee MATIONAL PETROLEUM NEWS 

Universal Valve Co. 79 NEWS 330 W. 42nd St., New York 36, N. Y. 


Wayne Pump Co. 8, 9 at? WRITE TODAY 
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ABOUT OIL PEOPLE 


Logan 


TWO NEW DIRECTORS of Pennsylvania association are 
H. A. Logan, Jr., of United Refining Co., Warren, Pa.; and 
B. L. Heath of Valvoline Oil Co., division of Ashland Oil & 
Refining Co., Freedom, Pa. They are shown with W. C. Wenzel, 


Wenzel Heath 


Minnich Kenemuth 
REFINER IN MIDDLE—E. G. James, of Kendall Refining 
Co., Bradford, Pa., flanked by C. F. Minnich and H. B. Kene- 
muth—both independent producers of Duke Center, Pa. 


James 


association executive manager 


Lynch 


PLANS TO OUTSELL 


Bailey 


competition 


occupy 
Lynch, South Penn Oil Co., Bradford; and R. E. Bailey and 
F. E. Lyons, Wolf's Head Oil Refining Co., Oil City 


Lyons 


R. J. 


refiners 


Pennsylvania Grade Oil Men 
Press Drive for New Markets 


“We've been through this kind of 


market before, and we're still 
selling a lot of oil.” 

That’s the way members of Penn- 
sylvania Grade Crude Oil Assn. are 
talking in the face of recent crude 
price declines and weak prices for 
Pennsylvania lube oils. In Pittsburgh 
for their 31st annual meeting June 3, 
association members laid plans for an 
aggressive sales attack behind their 
lubricants aimed at re-opening old 
markets and developing new ones. 

Directing the campaign to “promote 


here 


public acceptance of Pennsylvania oils 
in the domestic market” is a commit- 
tee appointed by association president 
C. A. Chipman, an independent pro- 
ducer of Bolivar, N. Y. Committee 
members are: 

J. B. Fisher, Kendall Refining Co., 
Bradford, Pa. 

A. C. Simmons, Simmons Oil Co., 
Bradford. 

B. T. Haskins, independent 
ducer, Wellsville, N. Y. 

H. A. Logan, United Refining Co., 
Warren, Pa. 


pro- 


Trevenen 


BUSINESS CONDITIONS are reviewed by J. 
United Refining Co., Warren, Pa.; and T. P. 
Trading Co., New York, lube oil marketer 


Conlon 


F. Trevenen, 
Conlon, Union 


F. G. Bannerot, Elk Refining Co., 
Charleston, W. Va. 

A. W. Scott, Wolf's Head Refining 
Co., Oil City, Pa. 

W. R. Reitz, Quaker State Oil Re- 
fining Corp, Oil City. 

W. S. Zehrung, The Pennzoil Co., 
Oil City. 

President Chipman is an ex officio 
member. E. H. Fallin, of Washington, 
D. C., will assist the group. 

The committee’s goal: To push the 
theme shown in the upper left picture 
on this page. 

Directing activities of the full asso- 
ciation for another year will be a full 
slate of re-elected officers. In addition 
to Chipman, they are: 

G. J. Hanks, South Penn Oil Co., 


NATIONAL PETROLEUM NEWS * June 16, 1954 





Deal Yourself in / 


DILLECTRIC 


CABINET 


COMPLETE 
ASSORTMENT Saec Tent 
Supplies for over $240 


worth of Tube Repairs OUTFIT 


r over 
with Supplies 5 iad 
onsteucTion . $170 _ 

ALL-STEEL C Wide — % baa Repairs 
+ igh, 13 ce, d ; 
" ae Deep id i Recommended by oil 
tifully finished outside f ’ Leading Tire ane 
Beautit cde in Baked a Companies ond Ap 
and insi —<74 . oved by Underwrit- FOR 
Enamel. i. Laboratories, Inc LIFTING 


For 
REACHING 
Sets on " 
bench or 
hangs on 
wea 


FOR 
’ now using Dillectric, 

os set a ate is a wonderful > 
= pry handy cabinet to keep y wd patito x 
You get ir supplies clean, er yt 44 yar Ke Ke a Wed os an en 
ve my 2 ae ts: Sones of 4 120,000 service sam Shea deal will provide 320 
Val - pe is- i ic service. is Wi ~— 
Valve yo ty So o Tire Center ses so ep er wt peste Cle ond 120 
Dillectric > a beautiful set of Pomtongs. Dillectric Speed ee on Ye regia. 
be re “4 Bonus of a Wire Butter, 
Be sure to take oe pr $ 975 _ 
vantage of this lib- 


beautiful set of Pom- $ 
— a Don't miss this splen- ONLY ri 
_ did deal. Order today! 








REPAIR TUBELESS TIRE PUNCTURES WITH 
NEW DILLECTRIC “U” CLAMP No. 6690 


Over 3,000,000 tubeless tires are now in use and sales are 
ib growing fast. Equipment for repairing punctures is now a 
EQUIPMENT 


vital necessity. Approved by tire manufacturers and oil 

marketing companies, the new Dillectric “U” Clamp is de- 

FOR signed for use with your regular Dillectric Clamp which 

SERVICING supplies the operating current and transformer. Standard 

TUBELESS Dillectric Speed Patch units provide proper vulcanization 
TEE 


with correct temperature control and automatic “cut-Off.” 
including “U” Clamp, , ; 
Secondary Wire, Order, today, from your wholesaler, tire or oil company. 
TIRES Ground Wire, Buffer 








THE DILL MANUFACTURING CO. © 700 East 82nd St., Cleveland 3, Ohio 
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Less than two months old but making 
sales history every day! 





new D-X Ethyl with UCL-plus 


the only gasoline with all the extras! 


Here’s why it can increase 
your gallonage, too— 


New D-X Ethyl gives motorists more for their 
money. And when they get more, you do, too! 


D-X Ethyl is the first and only gasoline with 
all-inclusive UCL-plus, the total gasoline 
improvement. But it’s also a completely new 
gasoline, refined by a new process with new 
equipment to step it up to an all-time high 
in octane. 


Therefore, new D-X Ethyl not only delivers 
extra upper-cylinder lubrication, extra pro- 
tection against spark plug fouling and fuel 
system rust. It gives engines extra power. It 


gives them so much extra efficiency that wecan 
actually guarantee better mileage with D-X 
Ethyl. And our written, signed money-back 
guarantee shows that we mean what we say. 


Instead of just the same old gasoline dressed 
up with new claims, wouldn’t you like to sell 
completely new D-X Ethyl with UCL-plus? 
Wouldn’t you like the new business it’s bound 
to bring you as a D-X Dealer? 


We know you will, once you’ve seen the glow- 
ing reports of increased sales we’re receiving 
from all over the Midwest. We'll be glad to 
bring them to you with complete information 
about the D-X Franchise. Write, wire or phone 
the Mid-Continent office nearest you. No obli- 
gation, of course. 


Ask to see our giant 24-page 1954 advertising portfolio to show you how we’re helping 
D-X Dealers sell more with the biggest promotion in our history. 
Write Mid-Continent Petroleum Corporation, Box 381, Tulsa, Oklahoma. 


MID-CONTINENT PETROLEUM CORPORATION 
TULSA, OKLAHOMA 


Waterloo, la. Chicago, Ill. Terre Haute, Ind. 


Minneapolis. Minn. Omoha, Nebr. Madison, Wis. 
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ABOUT OIL PEOPLE 


Bradford, first vice president. 

A. C. Simmons, Simmons Oil Co., 
Bradford, second vice president. 

F. B. Dow, Washington, D. C., vice 
president and general counsel. 

Samuel Messer, Quaker State Oil 
Refining Corp., Oil City, treasurer. 

F, W. Alcorn and C. L. Suhr, The 
Pennzoil Co., Oil City; and C. G. 
Johnson, Quaker State, Oil City; as- 
sistant treasurers. 

W. C. Wenzel, Oil City, executive 
manager. 

New association directors are: 

W. A. Petersen, Northland Products 
Co., Waterloo, Iowa. 

B. L. Heath, Valvoline 
Freedom, Pa. 

Harry Logan, Jr., United Refining 
Co., Warren, Pa. 

Robert Wylie, Pennsylvania Oil & 
Gas Management Associates, Oil City. 

Membership of the Pennsylvania 
Grade Crude Oil Assn. at the start of 
this year totaled 586—consisting of 11 
refiners, 266 producers, and 309 mar- 
keters—with 396 active brands of 
‘100% pure Pennsylvania motor oil.” 

a 





Oil Co., 


Waldemar J. 
Distler has been 
promoted by the 
Ethyl Corp. to 
assistant manager 
of sales opera- 
tions, a new posi- 
tion in the New 
York office. A 
native of Cincin- 
nati, Distler be- 
gan his career 
with Ethyl as a 
field engineer in Dayton, Ohio, 19 
years ago. 


W. J. Distler 


a 

George E. Esselborn has retired as 
manager of Standard-Vacuum’s prod- 
uct procurement and bunker oil de- 
partment. Succeeding him is Elmer J. 
Smith who will remain in New York 
City as manager of the new bulk 
supply and distribution department. 
William C. Gower will be his assistant 
manager. The new department is a 
merger of the functions of the former 
product procurement group and 
Smith’s former statistical and distribu- 
tion department. 

e 

John M. Lovejoy, an oil industry 
leader for many years, has retired 
after serving as Seaboard Oil’s chair- 
man and chief executive officer for 
24 years. He will remain on the board, 
but R. S. McFarland, president, is as- 
suming his former executive duties. 

Lovejoy has been a director of the 
American Petroleum Institute since 
1934. He was instrumental in found- 


ing the Oil Industry Information Com- 
mittee program, serving as chairman 
of API’s public relations committee 
at the time. He was also a prime 
mover in starting API’s gold award 
for oil men who have contributed to 
the industry’s advancement. 

During World War II Lovejoy 
served on the Petroleum Institute 
War Council as chairman of the man- 
power committee, and on the National 
Oil Policy Committee. 

Still active at his New York office, 
he continues to serve as a member 
of the National Petroleum Council. 


A new Texaco station is being built 
on Highway 66, Yankeetown, Ind., by 
Wilder Oil Co. of Boonville, Ind. 
Owner of the company, Fred Wilder, 
says he is carrying on a station re- 
modeling and building program. 


Pierce Marion will retire June 30, 
after more than 36 years service with 
Tide Water Associated Oil Co. He 
holds the posts of secretary to the 
eastern division operating committee 
and assistant to the vice president and 
chairman of the eastern division op- 
erating committee. His home is in 
Elizabeth, N.J. 











UNIVERSAL 
Union Check Valve 


MAINTAINS 
PRIME 
When 

SUCTION 
VALVES 
FAIL 


Should a faulty foot or angle check valve 
cause a loss of prime, install a Universal 
Union Check Valve in the existing union 
at base of pump. Fits into standard ground 
joint unions. Requires no gasket. 


The Universal Union Check Valve has on 
ultra-smooth finished ppet and seat to as 
sure 100% tightness. individually tested 
and guoronteed. 


The Original and Still the Best. 


Model No. 200A illustrated. Sizes 114"', 119" 
ond 2”. Also available, No. 200AS with screen 


Immediote delivery in all sizes 


UNIVERSAL VALVE CO. 


Originators of the Union Check Vaive 
Elizabeth, N. J. 











~ Give your Lube Sales 


| 
| 


Pump 


Transfer Pump 


C. P-300 Transfer 
Pump 





Kp™ MANUFACTURING co. 


4 LINDEN AVENUE 
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A. P-100 K-P Serv-Al 


B. K-P Hand Rotary 


MINNEA POLIS 3 


. «+ With 
SALES PROVEN 


PUMPS 


For Resale or Premiums 
K-P Pumps are ideal for 


handling lubricants, gaso- 
line, kerosene, etc. No waste, 
no effort, trouble-free. They 
eliminate heavy lifting and 
lost time. 


K-P Pumps can be used as 
premiums too. A tested tool 
to assist you in getting new 
accounts. Both dealer and 
distributor benefit. 








"Get the Facts... 
Write us for complete 
i f tion.” 


MINNESOTA 





ABOUT OIL PEOPLE 


Louis W. Shank 
is manager of 
Ethyl Corp.’s new 
sugggestion sys- 
tem, which be- 
came effective 
throughout __ the 
company June |. 

Shank, who be- 
gan his career 
with Ethyl 23 
years ago, has 
filled several ex- 
ecutive positions in the sales depart- 
ment. He was manager of the Balti- 
more division from 1935 to 1939, then 
manager of the Tulsa division from 
1939 to 1947. He was southern re- 
gional manager of operations from 
1947 until 1950 when he was trans- 
ferred to the New York office as as- 
sistant to the vice president in charge 
of sales. He will remain in New York 
City in his new assignment. 

o 

Robert H. 
Scholl is now a 
vice president, di- 
rector and mem- 
ber of Esso Stand- 
ard Oil’s executive 
committee. His 
former position, 
general counsel of 
the company, is 
being taken over 
by Einar B. Paust 
who has been as- 
sociate general counsel. 

Harold G. Mangelsdorf, general 
manager of manufacturing, has been 
elected a director of the company. 

All three men will remain in New 
York City. 


L. W. Shank 


R. H. Scholl 


e 

Millard E. Stone, director of indus- 
trial relations for the Sinclair com- 
panies, has been elected a vice presi- 
dent of the parent Sinclair Oil Corp., 
New York City. 

= 

Ray A. Carter has been named pres- 
ident of Indiana Standard’s new sub- 
sidiary, Tuloma Gas Products Co., 
which was formed to take over LP-gas 
sales of Standard and Stanolind Oil 
and Gas Co. All personnel of the new 
Tulsa, Okla., firm are transferring from 
Stanolind, where Carter was sales 
superintendent. 

Harry R. Thomas, formerly Stano- 
lind’s LP-gas sales superintendent, is 
vice president and general manager of 
the new firm. 

William R. Thorne, who was Stano- 
lind’s senior sales engineer, is the new 
company’s manager of sales, and K. V. 
Doughty is manager of supply. 

Carter, Thomas and Thorne will 


80 


comprise Tuloma’s board of directors. 
Other officers are: C. H. Browning, 
treasurer; R. A. Mcintyre, secretary 
and attorney; and J. D. Thomas, 
comptroller. 

e 

More than 90 oil men and guests, 
representing jobbers, distributors, 
agents and company men, turned out 
in Richmond, Va., May 19, to honor 
W. T. Hyde, Gulf Oil Co. district 
manager in Richmond, for his long 
service as an oil man in Virginia. 

At a reception and banquet Hyde 
was presented a gold watch for his 
work with the Oil Industry Information 
Committee, the Virginia Petroleum 
Industries Committee and other Vir- 
ginia oil associations. Hyde was re- 
cently elected to another term as 
VPIC chairman. 

A. L. Tenser, president of the Pump 
and Tank Co., Richmond, gave a testi- 
monial to Hyde on behalf of equip- 
ment men. T. F. MecGarey, Cities 
Service regional manager in Philadel- 
phia and middle atlantic OIIC district 
chairman, presented a special scroll 
honoring Hyde as Virginia’s first OIC 
chairman. 

Others at the reception were: E. A. 
Cunningham, Shell Division manager 
in Baltimore, and C. W. Healy, Gulf 
division general manager in Philadel- 
phia. Allied industry representatives 
came from as far as New York City 
to participate in the event, which 
preceded the spring session of the 
Virginia Oil Men’s Assn., May 19-21. 

* 

Stanley B. 
Crooks, Cities 
Service Oil Co., 
Bartlesville, has 
been awarded the 
Distinguished 
Service Medal of 
the Natural Gaso- 
line Assn. of 
America. The 
award was made ! 
in recognition of Ss. B 
Crook’s 33 years 
as a charter member of the association, 
and his contributions to the industry 
in the field of committee work in traf- 
fic, technical and statistical studies. He 
is superintendent of sales and traffic 
for Cities Service’s gasoline-chemical 
division. 


. Crooks 


a 

Robert T. McCowan has been trans- 
ferred to Chicago as a sales represen- 
tative for Ashland Oil & Refining Co. 
and will operate from the company’s 
new offices at 122 S. Michigan Ave. 
For the past three years McCowan has 
been sales representative in Ashland’s 
Cincinnati sales division. 


COMING MEETINGS 


JUNE 


Georgia Independent Oilman’s Assn., second 
annual Management Institute, University of 
Georgia, Athens, Ga., June 21-23. 


Louisiana Oil Marketers Assan., annual con- 
vention, Jung Hotel, New Orleans, 
June 27-28. 


JULY 


(No meetings scheduled). 


AUGUST 


National Congress of Petroleum Retailers, 8th 
annual convention, Sir Francis Drake Hotel, 
San Francisco, Calif., Aug. 8-13. 


South Carolina Oil Jobbers Assn., Bon Air 
Hotel, Augusta, Ga., Aug. 9-10. 


Secy. of Automotive Engineers, national West 
Coot meeting, Los Angeles, Calif., Aug. 
6-18. 


SEPTEMBER 


Oil Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Ill., Sept. 8-10. 


New Mexico Petroleum Industries Committee, 
annual convention, LaFonda Hotel, Santa 
Fe, N. M., Sept. 13-14. 


Packaging Institute, Petroleum Packaging 
Committee, Philadelphia, Pa., Sept. 13-14. 


National Petroleum Assn., 52nd annual meet- 
ing, Hotel Traymore, Atlantic City, N. J., 
Sept. 15-17. 


American Petroleum Institute, Lubrication 
Committee, Traymore Hotel, Atlantic City, 
N. J., Sept. 15-17. 


Ohio Petroleum Marketers Assn., fall confer- 
ence and golf tournament, Hollenden Hotel, 
Westwood Country Club, Cleveland, Ohio, 
Sept. 22-23. 


Pennsylvania Petroleum Assn., fall convention, 
ocono Manor Inn, Pocono Manor, Pa., 
Sept. 26-28. 


Tennessee Oil Men’s Assn., fall meetings, Pea- 
body Hotel, Memphis, Tenn., Sept. 27-28. 


OCTOBER 


Empire State Petroleum Assn., fall meeting, 
Whiteface Inn, Lake Placid, Whiteface, 
N. Y., Oct. 10-12. 


National Assn. of Oil Equipment Jobbers, 4th 
annual meeting, Congress Hotel, Chicago, 
Ill., Oct. 10-12. 


Secy. of Automotive Engineers, national trans- 
portation meeting, Boston, Mass., week of 
Oct. 18. 


Nebraska Petroleum Marketers Assn., annual 
convention, Paxton Hotel, Omaha, Neb., 
Oct. 20-21. 


Western Petroleum Refiners Assn., regional 
meeting, Garrett Hotel, El Dorado, Ark., 
Oct. 21-22. 


Independent Petroleum Assn. of America, an- 
nual meeting, Tulsa, Okla., Oct. 25-26. 


National Lubricating Grease Institute, 22nd 
annual meeting, Mark Hopkins Hotel, San 
Francisco, Calif., Oct. 25-27. 


Secy. of Automotive Engineers, national diesel 
engine meeting, Statler Hotel, Cleveland, 
Ohio, Oct. 26-27. 


NOVEMBER 


Socy. of Automotive Engineers, national fuels 
and lubricants meeting, Mayo Hotel, Tulsa, 
Okla., Nov. 4-5. 


American Petroleum Institute, 34th annual 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Ill., Nov. 8-11. 


Assn. of American Battery Manufacturers, an- 
nual convention, Edgewater Beach Hotel, 
Chicago, Ill., Nov. 15-17. 


Packaging Institute, Petroleum Packaging 
Committee, Statler Hotel, New York, N. Y., 
Nov. 29-30. 
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Speed When Wanted 


Power When Needed 





Quicker Trips 
Maximum Pay-Load 
More Dollars Earned 
Reduced Driver Fatigue 
Lower Operating Cost 
Reduced Engine Wear 
Minimum Shop Time 
Low Maintenance Cost 
Longer Truck Life 
Higher Trade-in Value 


Ask Your Truck Dealer for a Demonstration 





More than Two Million 
Eaton Axles in Trucks Today! 


———— AXLE DIVISION — 
MANUFACTURING COMPANY 


CLEVELAND, OHIO 
By) 


eD PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts * Jet 
Engine Parts * Rotor Pumps ® Motor Truck Axles * Permanent Mold Gray Iron Castings » Heater Defroster Units * Snap Rings 
Springtites * Spring Washers * Cold Drawn Steel * Stampings * Leaf and Coil Springs *Dynamatic Drives, Brakes, Dynamometers 





75% MORE PAYLOAD 
5000 lbs. less Weight 


IN STANDARD STEEL UNIT 


FOR CORROSIVE LIQUIDS 


HERE’S HOW 
STANDARD STEEL MEETS 
THE NEW MC 311 SPECIFICATIONS 


ICC’S new MC 311 specification for chemical transports pre- 
sents a challenge to tank designers. Now—a lighter gauge 
shell and lighter gauge baffles are permitted for tanks, vary- 
ing with the weight of the commodity and size of the tank. 
The reduction in metal gauge allows a payload increase. The 
interior is easy to clean. Tanks can be lined if the chemical 
requires it. 


Standard Steel Engineers have made searching studies 
toward meeting the new ICC ruling with an absolutely fool- 
proof tank. The new ruling permits a radical change from 
the old-style tank. 


Standard Steel has designed a tank that saves 5000 pounds 
—hauls 330 additional gallons in a 2000 gallon unit. Rear 
drainage control to eliminate slop-over—splash-proof protec- 
tion around manhole are only two of many important fea- 
tures. Write today for complete facts—tell us what chemicals 
you haul. Get the facts on the new MC 311 transports by 
Standard Steel. 








Above: Standard Steel’s Outlet Cover 
Provides Fill Opening, Drain-Off Line, 
Pressure Gauge, Air Connection, and 
Exclusive Corrosion Proof Relief Valve. 














~ OTHER PRODUCTS by STANDARD STEEL 


ASPHALT DISTRIBUTORS ... BURNERS... POWER AND TRACTION DRIVEN CON. © 
» STRUCTION BROOMS... MAINTENANCE DISTRIBUTORS... TAR KETTLES... ‘ 
‘ : AGGREGATE SPREADERS . . . STREET FLUSHERS. .. PIPE LINE EQUIPMENT... 
SUPPLY TANKS...SHELVING HARDWARE .. 


. AND AGRICULTURAL EQUIPMENT, © 


Standard Steel Works NORTH KANSAS CITY, MISSOURI 





